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This Is One of a Series Presenting the Following Peoria Life Features: 
1—Live, attractive policies te meet every need 7—A Big, Happy Family of Successful Agents 
2—Lifetime contracts providing liberal commissions 8—Total Abstainers insured at reduced rates 
3—All promotions made from the ranks 9 —We work for and with our agents 
ia Li i i 10—P. D. Q.—“Policies Delivered Quickly” 
11—Satisfied Policyholders make Prosperous Agents 
12—Peoria Life Investments have their roots in the Earth 


Success Talks No. 6 


To overlook the great and growing place of woman 
in modern economic life, is to miss one of the most 
important developments of the day in which we live. 














Women have won recognition in every 
field of endeavor—political, industrial, 
commercial. It is time for life insurance 
men to awake to the possibilities of 
securing business among women. Not 
only the many who occupy high posi- 
tions of trust, but women of every 
degree and station, are good prospects 
for insurance. 


We Insure Women on Equal 
Terms with Men 


If your solicitation is confined to men, 
the possibilities of your territory are 
thereby cut squarely in half. 


Peoria Life helps its men make good! 
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Our Interest Rate 


7.24% is the rate of interest earned in 1920 on our 
mean ledger assets. Funds invested in the safest 
securities — farm mortgages. Values do not 
fluctuate—always worth 100 cents on the dollar. 


Other Significant Facts in the Agent’s Favor 


—A New Accident and Health Department. 

—Free Service of Home Office Group Insurance Specialists 
who give you assistance in your territory. 

—A Safes Service Department that has one purpose—to 
increase your sales. 

—Limit extended to $300,000 on one Life. 

—Both Non-Participating and Participating Policies. 

—Liberal dividends paid beneficiaries in addition to 
monthly income. 

—Insurable Age 10 to 65. 

—Provision for Substandard Business. 

—Policies that carry every up-to-date feature. 

—Liberal Agency Contracts. 


Over $110,000,000.00 New Business Paid-For in 1920 
Our Agents Participate in Our Prosperity 


MISSOURI STATE LIFE INSURANCE COMPANY | | - 


M. E. SINGLETON, President . Us 
Home Office St. Louis, Mo. a 


out 
000,( 











Unless you “say something” how will we know you are interested 
Send for New Booklet of Company Facts 
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PRESIDENT CLARK IS 
IN CRITICAL STATE 





Death of Union Central Life’s 
Chief Expected at Any 


Time 





HAD SUCCESSFUL CAREER 





Lieutenants at the Home Office Are 
Well Trained to Carry on the 
Work 





CINCINNATI, OHIO, Sept. 14.— 
Wednesday morning the statement was 
given out that President Jesse R. Clark, 
of the Union Central, could not survive 
another 24 hours. Mr. Clark is lying in 
an unconscious condition at the hospital 
at Petoskey, Mich., surrounded by his 
family, never having fully aroused from 
the stupor which his 
paralytic strike, which occurred as he 
was leaving the after 
hours of swimming on Sept. 3. 
The first stroke occurred two 
ago and at the Palm Beach convention 
of the Union Central. Mr. Ciark suf- 
fered an attack of what was considered 
indigestion, but which was probably a 
part of the deterioration of his system 
had in. However, very few 


followed second 


several 


water 


years 


which set 


people, even among his intimates, were | 


aware of his condition. It is quite likely 





PLAN FOR CONVENTION | AFFAIRS 


COMMITTEES HARD AT WORK 


American Life Gathering Promises to | 


be Well Cared For as to 
Entertainment 


Preparations are being made by In- 
diana life companies for the entertain- 
ment of the American Life Convention 


at Indianapolis next month. Herbert 
M. Woolen, president of the Amer- 
ican Central Life, is chairman of the 
general committee. Charles H. Beck- 
ett, actuary of the State Life, is chair- 
man of the golf committee, Frank P 


Manly, president of the Indianapolis 


Life, is chairman of the hotel committe¢ 
and Charles D. Renick, president of the 


Indiana National, is chairman of the 
ladies committee. 
The golf tournament will be held on 


the Indiana 
Trophies will be 


Monday and Tuesday at 
polis Country Club. 


provided by the local companies and a 


banquet will be given at the Country 
Club on Tuesday evening. Special en- 
tertainment will be provided for the 
ladies as well as other general enter- 
| tainment features which are being de- 
veloped. The Claypool Hotel will be 


that he himself did not realize it. He 
did not discuss it with any one, it is | 
understood, not even the members of | 
his family. Mr. Clark was a remark- 


ably self-controlled man and in intimate 
matters kept his affairs wholly to him- 
self. 

Outstanding Figure 


Mr. Clark has been one of the out- | 
standing figures in the life insurance 
world. He would have been 67 years ot | 


age on Oct. 31, and on last June 15th 
celebrated the fifteenth anniversary of 
his presidency of the Union Central. 
He graduated from the Ohio Wesleyan 
University in 1873, and in 1876 went 
with the Union Central as and 
cashier, nine years after it was organ- 
ized. From the beginning he took an 
interest in its investments and was 
largely responsible for its successful in- 
vestment policy by which the company 
became one of the pioneers in the in- 
vestment and farm mortgages. When 
he became president he showed himself 
equally a capable insurance executive 
and laid down a progressive policy. 


clerk 


Business Neatly Increased 


Under him the company’s business 
increased largely; the new building was 
erected; the back tax cases were gotten 
out of the way at a cost of some $3,- 
000,000 and the stockholders’ interests 
were brought to the front by increasing 
the capital out of surplus from $100,900 
to $2,500,000, the stock interest now be- 
ing valued at at least $5,000,000. 

Mr. Clark has built a strong 
office organization with a line of capable 
officials headed by John D. Sage, first 
vice-president. Mr, Clark saw the wis- 


home 





headquarters for the convention. 
Legal Section Meeting 
merican 


The 


Legal Section of the \ 





Life Convention will not hold a ban- 
quet this year as it did in Kansas City 
last year. Instead on the evening o 
the first dav’s session there wil! be 

round table discussion based on a paps 

to be given by William Ross King of 
Omaha, dealing with the leading u 

surance decisions handed down by t! 

courts during the past year. Mr. Kin 

is editor of the “Legal Bulletin” of the 
American = _ Life Convention It is 
doubtful whether William Marshall 
Bullitt of Louisville, Ky can be pres- 
ent at the convention He is genera! 
counsel for the Inter-Southern Life 
Mr. Bullitt has been unexpectedly 
asked to take charge of the United 
| States Shipping Board’s important liti- 
gation in the federal court in New 
York For the last six weeks he has 
been engaged in the United States Mail 


Steamship Company’s suit. Owrng to 
the demands upon him at this time, 
he does not feel that he can take the 
time to prepare a paper 

dom of choosing young men to direct 


the future affairs of the great company 


and each of these men has been car 

fully drilled by Mr. Clark in his posi- 
tion. It is doubtful whether any com- 
pany has a cleaner, better line-up of 


experienced and competent young men 
making up its home office administra- 
tion than has the Union Central 
Sage a Strong Man . 
~ 

John D. Sage, the first vice-president, 
has been with the company since boy- 
hood, succeeding his father as editor of 


the company’s publications, and filling 
the various positions up to that next 
to the president. He is a man of con- 


servative and sound judgment, seldom 

making a mistake, fair-minded and just 

to everyone. He is thoroughly bred in 
(CONTINUED ON PAGE 2) 
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REACH CRISIS 


RECEIVER NOW APPLIED FOR 


Group of Disgruntled Stockholders of 
the Life & Trust 
Bring Action Against Company 


International 





MOLINE, ILL., Sept. 13.—In a peti- 
tion signed by H. A Anderson of 
Moline, ( a Wenks of East Moline, 
P. E. Gustus of Opheim, IIL, J, N 
Young, Emmet Johnson, and P. O 
Johnson of Annawan, IIL, stockholders 
ot the International Life & Trust of 
this city suit was filed in the circuit 
court through Attorney J. C. Searle of 
Rock Island, asking that a receiver be 


appointed and an injunction be 


restraining the officers from carrying 
out the alleged intention of taking over 
lowa Life of Waterloo, Ia., which 


issued 


the 
in the petition is alleged to be insolv- 
ent rhe International Life & Trust 
has clashed lately with some of its 
representatives whose contracts have 
been cancelled The Davenport gen 
eral agency brought a suit the other 
day seeking to restrain the company 
trom operating in its territory until the 
agency's claims could be adjusted 
Charges That Are Made 

Che petition filed by the stockholders 
alleges that President J. O. Laugman, 
Secretary and Medical Director An- 
drew Johnson, Treasurer Edwin Lund- 
gren, and P. S. Holst and C,. W. Rohe, 
members of the executive committe: 
have managed the affairs of the com- 
pany with a high hand denying the 
stockholders any voice in its affairs 
It is charged that misleading and un- 


of the condition of 
been issued and mis- 


warranted reports 
the company have 


use of its funds is alleged rhe peti- 
tion recites that the officers are about 
to take over the lowa Life, which the 


igners allege to be insolvent and un- 
to pay Under the 
proposed terms the stock of the Iowa 
Life at $10 share is to be 
exchanged in shares of the Interna- 
il which been selling at $35 a 
share rhe petitioners allege that this 
detrimental to the stockholders of 

International The International 


able its obligations 


valued a 


has 


Life & Trust was formerly the Luth- 
eran International Life with headquart- | 
ers at Ottawa, Ill. Later its name was | 
changed and its home office was trans- | 
ferred to Moline | 
Statement of the Company 
Officials of the International Life & | 
[rust Company say that no stock 
holders had ever been refused permis 
sion to examine the books and records | 
of the company; that as a matter of | 
fact, the books of the company have | 
always been open to inspection ot! the 
stockholders at all times; that none 
of the complaining stockholders have 
ever taken interest enough in 
pany to attend a stockholders meeting 


the com 
and that there is no foundation for any | 
' 
' 


of their statements; that the financial 

affairs of the company are in excelent 

condition: that the only doubtful asset 

of the company is a claim against B. | 
A. Shearer and his agency for premiums | 
collected; that this claim amounts to 

only about $7,000 and can in no way 

iffect the standing of the company 


ly 
| Chicago with the Darby A 


|SAVING AND INSURANCE 
PLAN MUCH, DISCUSSED 





To Be Considered by American 
Bankers’ Association at 
: 
Coming Convention 


‘HOW SCHEME WORKS OUT 


Agent; Directly Involved in Chicago 
do Not Find It Undesirable 
Competition 


That the combination avings bank 
and life insurance plan is rapidly 
spreading throughout the country and 
being given a great amount of consid- 
eration not only by all insurance men, 
but by all banks, is becoming more ap- 
parent daily [The American Bankers 

| Association, at its annual convention in 


Los Angeles next month, is planning to 


give that subject a prominent place on 
| the program and the question will be 
| brought before that group, which repre- 
| 

| sents the leading bankers from every 
| section of the country. Details as to the 
practicability of the plan and actual sta- 


' 
being sought 


tistics as to experience are 

from all banks now operating such 
plans The idea has evidently come to 
stay and is being given a place of first 
rank among the affairs of the day. In- 
surance companies are swamping the 
| banks which now operate the plan with 
inquiries as to all manner of detail 

| Banks Explain Plan 

rhe plan, at its inception, met with 
serious objection on the part of many 
|}agents and appeared to be an obnox- 


ious form of competition to be added to 


the many troubles of the life insurance 
agent. There are still manv who feel 
that there is a certain degree of unfair 
competition present in the scheme and 
that the two torms of business have no 
| direct relationship and no reason for 
joining hands. However, many agents 
and managers, including those who are 
members of the agencies working out 
such plans and who are thus most af- 
fected by the business, fecl that it is 
merely another form of welcome com- 
petition Che banks, aware that the 
question has caused considerable un- 
favorable talk, have given an explana 
tion of their work. They say that there 
can never be too much of the proper 
kind of competition, as it creates busi- 
ness and does not rob another of his 
rightful share of the day’s business. 
rhe plan is rather a cooperative effort 
on the part of the banks to stimulate 
| thrift and saving at one and the same 
time There is no indication of com- 
petition, the banks declare 


How It Works in Chicage 


The plan which has becn worked out 
the Harris Trust & Savings Bank of 
Day agency 
the Mutual Life of New York in that 
city has now been in operation sufficient 
time to draw conclusions as to 
results The there ta 


») 
o! 


some 


method 


is 


used 














ave a force of solicitors in the field 
on the part of the bank, selling savings 
iccounts These agents are not insur- 
ince men d cart out none of the 
insurance details, specially appointed 
gents of the surance agency transact- 
ng t t Sic ‘ tirely ; msural ( 
pe ( s t s ( ted b ered is a 
se \ rr the savings account ot as 
’ t lite \s the plan car- 
ries mostly pre s and is limited 
me t nt different class rT 
prospects is re iched by the bank solici 
tors than the inst Cc igent meets. 
Opens Up New Field 





\s a matter of fact, the bank’s expe- 
shows that one-half of thos 
accounts under the new ar- 
rangement are not carrying any form 
of surance hatsoever and many ot 


the number are those who have repeat- 


| 1 } 


ed] eer oliciced ry insurance, but 
] refused to carry life insurance as 
The experience of the Hart 
I st plan in Chicago indicates that the 
gent has nothing to fear trom comps 
tition and evel s a cooperative ele- 
( t ord li the bank solicitors 
et anv who re interested ife in- 

1 e and t in the sa gs plan, « 
] desire i l separate lite imsur- 
the tur tl prospec over to an 

ince agent It has | the me s 

secu s ( e! I e policies tor 

] gent Son C1 ers ¢ the pla 
have Iso see the benetits of life in 
surance through the explanation of the 
plan and have gone, unsolicited, to 
encv 10 some good sized policies 

The study <« thrift made possibl 
through the plan and the general ad- 
vertising of the benefits through secur- 
ty of life insurance can greatly extend 
insurance into a group otherwise un- 


touched. 


Extending Life Insurance 


Life insurance is being greatly ex- 


tended through the plan, tor the banks | 


success in the sale of 

large totals of premi- 
turned into the compan- 
! such arrange- 


with 
»ome 


are meeting 
accounts 
ums are being 
ies that are men 
ments and both 
companies are profiting. The 
working to the benefit of the bank and 


reTs ot 


from the demand on the part of insur- | 4 


ance companies for details, the com- 
panies will soon be increased in num- 
ber among the list of those writing poli- 
cies as a part of the combination plan 


PRESIDENT CLARK IS 


banks and insurance | 
plan is | 


| 


IN CRITICAL STATE | 


(CONTINUED FROM PAGE 1) 


Union Central traditions and a man 
who is trusted implicitly and respected 
by everyone who knows him. He is a 
trustee of his alma mater, Brown Uni- 
versity, a director of the Cincinnati 
Chamber of Commerce, Y. M. C. A., 
and interested in numerous other 
ganizations. No matter what may hap- 
pen to Mr. Clark, due to his foresight, 
the Union Central home office is fully 
equipped to carry the company forward 
to its manifest one of the 
greatest life insurance institutions of the 
world. 

Pending the receipt of further advices 
regarding President Clark’s condition, 
the life insurance fraternity will hope 
for the best and will extend their sin- 
cere sympathy to his family and busi- 
associates. 


or- 


destiny as 


ness 


LaFayette Life in Ohio 

The LaFayette Life of LaFayette, 
Ind., has been admitted to Ohio. The 
Dotted Line Club, which is the $100,000 
club of the LaFayette Life, held its an- 
nual meeting last week at Cleveland. 
The members thus had an opportunity 
to attend the the National 
Life Underwriters’ Association. Secre- 
tary W. W. Lane of the company states 
that business is now picking up and the 
officers anticipate a more lively period 
the last month of the year. 


sessions of 


| 
| 


| 


THE NATIONAL 


| Fidelity Mutual Life 
Official Says Direct 
Mail Advertising Pays 


Beno: direct mail advertising pay? 
Frank Sykes, superintendent of 
agents, of the Fidelity Mutual Life, a 

has gone in for direct 


ompany that 
nail advertising on a large scale, says 
it didn’t,” he queried, “do 
we would keep it up?” 

t vear the company, by means of 


you 





this direct mail advertising, secured 
11,000 leads for its agents. Just what 
percentage of replies it gets or how 
inv replies it gets out of 100 names, 
the company would not. state. Mr. 
Svkes stated that the percentage of re 

plies varied in the various states 
The Fidelity Mutual sends out to 
letters and literature 


elected names 
] is hoped to get 
prospect In addition, 
memorandum books 
according to Mr. Sykes. 
“We are very directly 
. direct mail 
our advertising 
ram,” he said. “Our direct mail ad 
ectly related to a plan 
combining insurance protection with 
retirement income for the assured him 
This plan was originated by th 
and is the plan upon which 


a nibble from the 
the 
And it pays, 


that 
company 


uses 


hitched up to 


advertising as 





vertising is dir 


self. 
Fidelity 
the company specializes. 


Chicago Actuaries Meet 


Chicago actuaries 
Tuesday, given by F. D. 
Life Reinsurance, and 
cided to organize a lunch-club group 
to meet twice a month. There were 14 
actuaries present, representing practic- 
ally all the Chicago companies, and an 
especially interesting luncheon’ was 
enjoyed, as J. F. Williams, actuary otf 
the Illinois department, was present 
and gave an interesting explanation of 
the new bill passed by the last legis- 
lature. The group selected W. O. 
Morris, of the North American Life, 
as president. The bi-monthly meetings 
will be informal lunches and will create 
better spirit of cooperation between 
the offices of the different actuaries 


met at a luncheon 
Strudell of 


, 
\merican de- 


UNDERWRITER 


Fewer New Men Enter 
Agencies in New York; 
Not Many Applicants 


NEW YORK, The 


of business readjustments in New 


effect 
York 


Sept. 13 


City, as might be expected, has beer 
reflected in the development of life in 
surance general agencies. As a result 


ot the dificult situation 
there 
life 


n the case for several years 


more in secur 


business, fewer new 


into the 


Ing new are 


men taken insurance field 


has be 
who have beet 


Most 


queried 


neral agents 
in the 
not 





matter report that 
been losing ! 

thet agency [orcs who hay 
more years, they have 
the shortage o ob 


In tor iwo oO 
that g 
Many new mel to tur 


livelihoos 


not observed 
has caused 
liie insurance tor a 


As one 


co not go 


nanager expressce 


alter men who are 





job in seeking new matet 

yen not that thers re 
mighty good men who | 
thrown out oft pos 
cause of business conditions ) 
cause most of the men who come 
me¢ ire recommended b iri 
mine or | iwents who 
my agency. 

(Opinions ditter, OWRVE 
what the effect has beet up to 
present time. Another general age 
stated that he could use several go 
men in his agency, which is a new 
growing one, and which, by the wa 


also has increased its business over 
first six months 


year ago Chis 
ger stated that the | 


men who 


vith him since the agency st 

not left because oi poorer busine 

ditions, but he admitted he has had f« 

applicants for positions as agents 
\nother manager expressed tl 

opinion that ii jobs become carcer 

there would be quite a few salesn 


from other lines who would be ri 
to life insurance, and he hoped to ol 
tain a few when this time was reached 
He added that men who had been mal 
ing a living in his agency during thi 
past year were not likely to leave hi 
at this time when 


openings In 
branches of business are tew. 





other 


DIFFERENT SCHOOLS OF COMPANIES 


How Various Offices Are Divided as to the Scope of Operations in the 


Writing of Life Insurance 


and Extending Protection 


BY DR. EDWIN W. DWIGHT 


Medical Director, New 


be carried too far, and this is as 
true in life insurance as it is in 
medicine or in business. And yet there 


Sie ALIZATION may very easily 


is little question but that a_ certain 
amount of specialization makes any 
work more effective and its operation 
more economical. Any business that 


has grown as ours has during the past 
50 years must, of necessity, bring into 
action many methods and develop many 
ideals each differing somewhat from the 
other, and in favor of each of which 
there is much to be said. 

* * * 


It would be almost impossible to 
classify fairly the life insurance com- 
panies of this country according to their 
ideals or their methods of operation. 
We do not find them in groups, but 
rather in a long chain, each linked to 
that which is next by habits, thoughts 
and methods which they have in com- 


mon. At one end of the line stands 
such a company as the Presbyterian 
Ministers’ Fund, handling a_ highly 


specialized group with a generally low 
mortality; with moderate amounts of 
insurance, economical in its manage- 
ment, dealing with few problems and 
giving the benefit of its good qualities 
to a small and very select group. At 
the other extreme we find those great 
companies which are guided by that 


England Mutual Life 


popular, ii somewhat indefinite and ex 


travagant slogan, “Extend the benefits 
of life insurance.” 


Scatiered through the 


tween these two extremes we 
evervthing tron the newer companies 
beginning to function, interested in all 
nethods, ambitious 
titioners ot medicine 


anything away from their doors, wl 


and b yvour prac 





dishking to 


treat all kinds of cases 1m all kinds « 
wavs, and thereby, if the worl 

done accomplish much that 1s wort 
while and gain vastly in experience and 
judgment—to the group of older com 
panies, who, having 50 years or ore 


of experience, have watched the tide 
of thought and suggestion ebb and flow 
the pendulum swing from one extret 


to the other, have learned what the 


can do best, as well as what is approx! 
mately the best wav to accomplish the 
objects they have in view Such 

panies are stable Sale and eM sur 
of themselve mspire contidence 1 


with whom they have dealings. 
* * * 


those 


Between these two we find, as in 
other human relations, those who are 
developing and those who are r: 
grading; the conservatively ambitious 
and the elastic; those who are following 
a definite policy, learning from their 
own mistakes and those made by | 


tro- 
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others; and also those who are restless 
| and dissatisfied, now careful and 
reckless, jumping from 
} the other in a vain 
and brillant 


agam 
extreme to 
attempt to find an 


one 





easy way to accomplish- 
rent. The chasing of bright lights is in 
the end as popular, but also as unsatis 
a as dangerous, to insurance 
nies as it is in other lines of 
deveiopment 
- * 
\s our knowledge of mortalities has 
sed, it has been demonstrated to 
our companies that it is per 
t sssible to issue insurance 
st all groups in the 
nd a eneral idea as t 
iods that should be employed t 
rocess a sate one has been 
) this same period of years, the 
Order” business has been de 
é i sor t glorified department 
é h th » of a two 
5 ne iy buy everything 
fron actors to watches; 
s il struments and patent 
‘ socks tor the baby; a rin 
ride, at a coffin in thought 
t ) Ww tor the ged and il rm, 
| ot the mail order busi 
l onstrate that it distributes 
s not produce, and that in orde1 
the goods which they market 
rd quality and economically 
¢ t art produ ed by 
he pertectl: possi le to 
win locomotives and Walt 
n tches in the same shop. but n 
mical ¢ ethcient Silk, woolle: 
inderwear might be made i: 
l ut it would not be wise 
cale 
it ec sa € 
i ssuc yrdinat ( 
il subst l superstandar 
p surance accident and 
irance and possibly side-lines 
( irglary and automobile insur 
vith safety and, if the ability 
ement suthcient, with 
ul 1 t ccess It 
S not beet cdemonstrate however, 


such operations are 
momical if they be 
net 


efficient or 
measured in terms 
shot 


service and 


cost. The 


gun 
ver effective weapon at short 
range ind in the hands of amateurs. 
lhe ritle is more intricate in its make 
up, but in the hands of an expert it is 
uch more eftective 
* 

Quit number of our olde \meri 

( companies lave een 


almost ag 


kressively consistent and persistent in 





following the road that thev have laid 
out as the surest and most direct way 
{ the position which they wished to 
ccup) ind which they have occupied 
» OC ind will continue to occupy 
S of that very consistency and 
1 ency 

ese companies have not been led 
tray by bright lights. They have not 
suttered trom “deli sions oft ‘grandeur “7 
iney re neither Piants nor dwa-‘fs 
nougn some are ot more than iver 
re eight, which is, however. well 
ist! ited They have not been un 
indiul of the beauties of the way 
ide, or of the flowers in their neigh 
ors garden. They have, however, kept 
to the road which they themselves hav: 
ult, and which leads directly to, as 
ell as through, the goal of their am 
) ms—the best possibl. service to 
heir policyholders at the lowest possi 

pie net cost. 


Former Agent Held for Fraud 
Clarence Axler 
the Eureka 


| hiladelphia, 


former general agent 
Life of 
was 


saltimore, in 
arrested week 
on charge of embezzlement and con- 
spiracy to defraud He given a 
betore M ig@istrate Renshaw on 
and was held in $600 bail for a 
hearing this week While the 
ennsylvania department made _ no 
charge against Axler, it is conducting 
an investigation and it is probable that 
the department may file charges against 
him later, 


last 


was 

hnearmg 

Friday 
urther 
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WEST COAST LIFE HA 
SUCCESSFUL CONVENTION 





Annual Meeting of Century Club 
Open Company’s New Home 
Office Building 


HIGH TRIBUTE TO HELSER 


New “Golden Harvest” Campaign for 
Last Three Months of Year An- 
nounced at Meeting 


SAN FRANCISCO, CAL., Sept. 13. 

The fifth annual convention of the 
West Coast Life Century Club, held in 
build- 
in 
by all the old-timers who 
attended the annual 
gatherings for several years past. 

President John A. Koster who gave 


the company’s new home office 


was voted the 
its history 


ng most successful 


have company’s 


a short but inspiring welcome, vas 
followed by Charles C. Moore, presi- 
dent of the Panama-Pacific Interna- 


tional Exposition, who is a director of 
the company. Mr. Moore stated that 
since becoming interested in life insur- 
ance through his capacity as _ stock- 
holder and director his enthusiasm for 
life insurance has increased many fold. 


Forbes Lindsay's Talk 


Forbes Lindsay was called to San 
Francisco to give four lectures on the 
subject “The Salesman and His Work.” 
Some of the points he brought out in 
his lectures included understanding of 
the business, development of the man 
and systematic work. He stated that 
most agents would find it most advan- 
tageous to carry in their hands each 
day application blanks folded. With 
these forms in the hand he said that 
iew men could resist the reminder that 
this served and would find in the 
month’s time that they were accom- 
plishing much more in their daily work. 

B. E. Ellis, who recently came to 
the company as agency supervisor in 
charge of the Sacramento Valley terri- 
tory, gave an interesting talk on 
“Loyalty.” 


Great Ovation for Helser 


Che theme of the entire convention 
was the development of the man. 
Plans were made for the next four 
months’ business as well as an outline 
tor the coming Century Club year. 


Charles W. Helser, vice-president, was 
given a remarkable ovation at the con- 
clusion of his annual address, which is 
given the last day of the convention 
each year. 

One of the most interesting features 
of this session was the statement of 
Charles W. Helser, Jr., who has 
worked as an agent with the San Fran- 
cisco agency force for the past three 
months, and who followed several 
other speakers from the floor in paying 
a tribute to his father. Young Helser 
stated that he had worked as an agent 
without other assistance than came to 
him from Fred S. Stripp, agency super- 
visor of the San Francisco district, and 
that he wanted to publicly announce 
his pride in his father’s accomplish- 
ments in life insurance while he was 
living and able to hear such a tribute. 


Good Talks at Banquet 


The annual banquet was held Friday 
evening. The speakers were Francis 
V. Keesling, vice-president and counsel; 


George H. Eberhard and the Rev. Dr.. 


James H. N. Williams, who gave a re- 
markable address on “The Gospel of 
Life Insurance.” 

Dr. Williams created a great impres- 
sion and delivered an inspiring talk 
with great oratorical effect, after leav- 
ing a sick bed in order to keep his 
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WARNING ON TWISTERS 


UTAH COMMISSIONER'S UKASE 


Advises Policyholders Against Their 
Activities and Promises Prosecu- 
tion of Offenders 


Commissioner Walker of Utah has 
issued a warning against and also to 
“twisters.” The commissioner says: 

“The attention of this department is 
drawn to the report that many life in- 
surance policies issued by legal reserve 
companies are being lapsed and that 
this is taking place in connection with 
the work of agents of certain insurance 
organizations. 

“I desire to advise against such ac- 
tion on the part of policyholders, for it 
will not be to your interests to lapse a 
policy in which your money is being 
saved. It involves a loss of money in 
addition to the destroying of a savings 
account with a most reliable institution. 
Cash values in policies are placed as a 
safeguard in time of trouble. Safety is 
paramount to everything else in insur- 
ance. The agent who encourages you 
to lapse your policy is constdering him- 
self first and is known as a ‘twister’ and 
will be prosecuted if it can be proven 
under the law that he is guilty of mis- 
representation. 

“The services of this department are 
offered free to those who desire advice 
in the matter of their insurance.” 

The agents against whom Mr. 
Walker warns appear to be represent- 
ing companies who offer insurance “for 
less.” Commissioner Walker is a life 
insurance expert and conducts the in- 
surance class at the state university. 
The “twistings” were brought to his 
attention by Charles F. Barrett, presi- 
dent of the Utah Life Underwriters’ 
Association. 
engagement. “I do not hesitate to say 
that no man should be allowed to live 
until he is 30 years of age without 
life insurance,” he declared. He said 
that he would offer no apologies for 
preaching, for he said, all progress has 
been made as a result of preaching and 
selling life insurance was the very best 
form of preaching. Gospel, he stated, 
meant good news and the gospel of 
life insurance should be carried morn- 
ing, noon and night into all corners. 


Start New Campaign 


During the convention Vice-President 
Helser announced the start of the sixth 


Campaign of the Golden Harvest, 
which will be carried on for the re- 
maining months of the year. Three 
cups were announced as prizes. The 
first, to be known as the Gordon 
Thomson cup, presented by Mr. 
Thomson, vice-president and actuary, 
will go to the-agent producing the 
greatest volume during the period. The 


second cup will go to the agent adding 
the greatest number of new assureds 
to the company’s records and the third 
to the new agent producing the largest 
volume. California again challenged 
the field. The California staff was 
handicapped by $500,000, this being the 
margin by which they won in the recent 
“Koster Kampaign.” 

M. C. Grey of Manila, P. I. was 
president of the club, having paid for 
more than $800,000 during the club 
vear. In his absence W. E. Simpson 
of California, who won the vice-presi- 
dency by paying for more than $600,- 
600, presided over the sessions 


Security Mutual Convention 


The annual agency convention of the 
Security Mutual Life of Lincoln, Neb., 
wil! be held at the office, Sept. 30 and 
Oct. 1. A $150,000 Club will be or- 
ganized at this time. 


The National Life U. 8. A. of Chicago, 
has been admitted to Wisconsin. No ap- 
pointment has as yet been announced. 





CAUSES OF REJECTIONS 


MICHIGAN RECORD ANALYZED 


Medical Director of Mutual Benefit 
Calls Attention to Prevalence of 
Goiter There 


DETROIT, MICH., Sept. 10.—The 
agency convention of the Mutual Bene- 
fit Life brought together about 125 of 
the Michigan agents of the company, 
who were the guests of Johnston & 
Clark, general agents at Detroit. At 
the banquet Thursday evening, Dr. W. 


R. Ward, medical director, declared 
that Michigan and Wisconsin were the 
two worst communities in the world, 


outside of Switzerland, for goiter, and 
laid the blame to the atmospheric con- 
ditions, and dampness due to the Great 
Lakes. 

Analysing 4,214 applications received 
from the Detroit agency from July 1, 
1920, to July 1. 1921, he said that 323 
had been declined, 13 for goiter. The 
total insurance applied for was $24,053- 
225, of which $2,113,500 was declined, 
a percentage of 8.78. He analyzed in 
detail the causes for declination. 

Papps and Thurman Speak 


Percy C. H. Papps, mathematician, 
spoke along actuarial lines, and Oliver 
Thurman, superintendent of agencies, 
dwelt upon the spirit of the business. 
He pointed out that the insurance agent 
need not develop into merely a mercen- 
ary creature who strove to write ‘all 
the insurance he could, but that he 
should broaden his vision and use his 
contact with the public to spread the 
doctrine of preparedness from a some- 
what humanitarian viewpoint. 

He should instill the idea of economy 
in the minds of his prospects, show 
them that they should arrange some 
sort of a family budget, and not merely 
live from hand to mouth. He said that 
the insurance agent, after having accu- 
mulated such knowledge himself, should 
pass it along for the betterment of 
humanity in general. If they did that, 
he believed that the insurance business 
would not only follow but that it would 
be of a more desirable quality. 

During one of the sessions Dr. Ward 
spoke on “The Battlefields of Europe,’ 
and he struck a local chord when he 
mentioned Harold Chaille, one of the 
former agents of the Detroit branch, 
who died fighting in Argonne forest. 


Reports on 1921 Business 


It was stated that the reports from 
Michigan show that business this year 
so far has been about 85 percent ol 
that of 1920 in the state of Michigan. 
Although Flint, Mich., particularly, is 
suffering greatly from the depression. 
All agents stated that conditions were 
crowing better steadily, and that they 
considered the 1921 showing unusually 
eood when compared with the record 
year of 1920, since it is ahead of the 
total for 1919. 


Ohio State Life Meeting 


Che $100,000 Club of the Ohio State 
Life met in Columbus, O., last week 
The convention was the 15th annual 
meeting of the company’s agents and 
celebrated the passing of the $30,000,- 
000 mark of insurance in force. The 
chief speakers at the convention were 
Rarney T. Pearson of Dallas, Tex., 
Secretary T. W. Blackburn of the 
American Life Convention and Joel T 


Traylor of the Research & Review 
Service of Indianapolis. W. Scott 
Boyenton, superintendent of agents 
presided at the different sessions 
More than 100 were present at the 
banquet Thursday evening. Six tro- 


phy cups were presented by President 
John M. Sarver to winners in the vic- 
tory month campaign. Agents came 
from Ohio, Indiana, Michigan, West 
Virginia and Kentucky. 





ACTUARY SHEPARD IS 
ORDINARY LIFE MAN 


State Life Official 
Strong for the Simpler 


Missouri Is 


Policies 
GIVES ADVICE TO AGENTS 


Says That the Fundamental Forms Can 
Be Adapted to Any De- 
mand of Life 


(. ©. Shepard, actuary of the Mis 
sour! State Life, in his talk at the $100, 
Club 


year 


000 of the 


this 


conventions company 


reviewed the policies of that 
company. In connection with his pres 


entation he brought out some sugges- 


tions of general interest to all life men. 
raking its business paid for in 1921 


up to date, he finds that 35 percent of 


the Missouri State Life new insurance 
is on the straight ordinary life plan, 
44 percent is on the 20-payment life 


plan, 11 percent is on the five and ten 
year renewable plan and 4 percent is 


issued as reinsurance to other com- 
panies. This leaves only 6 percent for 
all other plans combined. 


Mr. Shepard put out some other ma- 
terial of interest, as follows: 


Advocates Ordinary Life Plan 


| think we do not apreciate the adap- 
tability of the ordinary life plan. It 
is commonly accepted as the proper 
plan for the man of middle age, but I 
am satisfied that many younger men 
would be wiser if, instead of trying to 
buy a twenty-payment life policy, they 
paid the same amount of premiums for 
ordinary life insurance. The average 
young man has family responsibilities 
long before he reaches his maximum 
earning capacity and very often has to 
content himself with a totally inade- 
quate line of protection. You have had 
this brought home to you when he tells 
you he would like to provide $100 per 


month or $200 per month after his 
death and you tell him that means 
$17,000 or $34,000 of insurance. His 
wife is young, his children are young 
and many years of heavy expense lie 
ahead before the children reach ma- 
turity and have their education. This 
is the time when he needs maximum 


protection. Use the plan whereby he 
can get it. By the time his maximum 
earning capacity reached his chil 
dren are grown and he can reduce the 
amount of his insurance if necessary 
without exposing his family to the trials 
and deprivations that would have fol- 
lowed his earlier death. 


1s 


More Insurance Provided 


Your prospect is aged 30; $5,000 
twenty-payment life will require an 
annual premium of $133.60. The cash 
value the twentieth year, so certain to 
be of interest to a twenty-payment life 
policyholder, is $2,540. For $187.40, or 
$53.80 more, he can secure $10,000 of 
insurance on the ordinary life plan, 
which will have a cash value the twen- 
tieth year of $2,520, virtually the same 
as a $5,000 twenty-payment life. He 
does not like the idea of paying prem- 
iums so long as he lives, even though he 
will admit he needs $10,000 of insur- 
ance. It is not necessary that he pay 
premiums throughout life if change in 
his circumstances make that inadvis- 
able. Therein lies the flexibility of the 
ordinary life plan. If, at the end of 
20 years, he finds his premiums are 
becoming a burden, he can exchange 
his ordinary life policy for a paid-up 
policy of $4,950, practically equal to 
the face of the twenty-payment life 
policy he is considering. Or, his ob- 
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Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company, 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 


—_—T}—- 
Contract direct with the 
Company. 

—l}-— 
Over $125,000,000 of in- 
surance in force. 

—l)}—- 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-opera- 
tion between the Company and the Agency Staff. 


Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 














Write direct to the Home Office, 
Sprin¢field, Ill. 








MR. SUCCESSFUL LIFE INSURANCE AGENT 


Do you want to secure a General Agency for yourself? If so, read this, it is 


WORTH KNOWING 


A $5,000 Policy in the United Life and Accident Insurance Company 
guarantees 

FIRST, that in case of death from any cause, $5,000, the face of the Policy 
will be paid. 

SECOND, that in case of death from any ACCIDENT, $10,000, or double 
the face of the Policy, will be paid. 

THIRD, that in case of death from certain specified accident, $15,000, or 
THREE TIMES the face of the Policy, will be paid. 


FOURTH, that in case of total disability as a result of accidental injury, 
the Company will pay direct to the insured at the rate of $50 PER WEEK dur- 
ing such disability, but not to exceed 52 weeks, after which the weekly indemnity 
will be at the rate of $25 PER WEEK throughout the period of disability. Can 
insurance do MORE? And why should any man be satisfied with a policy that 


would do less? 
Annual Premium, Age 35, Ordinary Life, $128.05. 
Twenty Payment Life, $167.10. Twenty Year Endowment, $235.10. 


UNITED LIFE & ACCIDENT INSURANCE CO. 


Home Office, United Life Building Concord, New Hampshire 











Agency Co-operation 

through direct mail advertising is just one of the features which give 
Fidelity field men a distinct advantage. Last year we distributed 41,341 
direct leads—all interested prospects who requested information. This 
service, and its original policy contracts, enabled Fidelity to show an 
increase of 28.35 per cent. in paid business last year. 

Fidelity operates in 40 states. Full level net premium reserve basis. 
Insurance in force over $203,000,000. Faithfully serving insurers since 1878. 

A few openings for the right men. 


FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 

















jections to ordinary life can be met by 
calling his attention to the fact that 
such a policy form can always be 
changed to the twenty-payment life 
plan, if at a later date his circum- 
stances make it advisable. 


May Delay Too Long 


He tells you he intends to take out 
another $5,000 twenty-payment life 
policy in a few years when his income 
increases, and maybe he will if the com- 
pany will issue it, but he knows he 
will have this additional protection if 
he takes the $10,000 ordinary life. Our 
company rejected applications for ap- 
proximately $12,000,000 insurance in 
1920 just because these people applied 
too late. A large percentage of these 
applications could have been approved 


if they had been made five years 
earlier. 
I am not making an argument 


against the twenty-payment life when 
your prospect is able to carry a proper 
line on that plan. By all means en- 
courage it rather than the ordinary life. 
It is a mark of thrift and foresight. 
I am arguing against the man who 
stops with a totally inadequate line of 
twenty-payment life or some higher 
premium plan. 

Suppose you have a father who wants 
an insurance policy to provide funds 
for his young daughter’s education. 
An educational endowment policy fills 
a special need here, but an ordinary 
life policy can also be adapted, espe- 
cially if the father does not already 
have sufficient insurance on his life to 
protect and educate his family in the 
event of his death. If his death occurs 
several years before her college days 
it will take a great deal larger sum to 
complete her education than will be 
required if he is living when college 
time comes. The surrender value of 
the ordinary life policy is an endow- 
ment, or, if desired, the policy will 
carry a loan that will pay for her edu- 
cation and continue protection for the 
face amount until that education is 
completed. 

Cash Value on Endowment 


As life insurance men, we have been 
educated to abhor anything that savors 
of lapse or default in premium pay- 
ments and for that reason the sugges- 
tions I have just made may seem 
heresy. If the insured’s default means 
a failure to carry out his original plan 
of protection, if it is a weakening from 


| an earlier resolve, we cannot deprecate 


it too strongly, but if it is done de- 
liberately on account of changes in 
circumstances affecting the amount of 
insurance required, it is fully justified. 

If you will stop to realize that the 
difference between policy forms may be 
viewed largely as a difference in the 
ratio of the cash values to the amount 
of insurance, it will give you a better 
comprehension of the different plans 
and help you to meet competition. 
Remember, too, that the cash value of 
any policy may always be regarded as 
an endowment, payable for that amount 
to the insured if living. In the ordj- 
nary life policy the proportion of cash 
value to the amount of insurance is 
low; in the twenty-year endowment 
policy it is high. 

Our ordinary life policy is an en- 
dowment at age 65—not for $1,000, it 
is true, but for an amount varying from 
$499 on a policy issued at age 35 to 
$261 on a policy issued at age 55. A 
twenty-payment life policy taken out at 
age 45 or younger is an endowment at 
65 for $688. So many similar illustra- 
tions of our simpler policies might be 
outlined. 


Says Law Is Violated 


Commissioner Bond of West Virginia 
ealls attention of companies to the fact 
that some of them are ignoring the resi- 
dent agents law of the state which re- 
quires that all policies must be approved 
in writing by a resident agent and 
countersigned by him. The resident 
agents’ law has been in effect for 20 
years and applies to life companies as 
well as fire. 





N. DAKOTA CONDITIONS 


MARKED SLUMP IN BUSINESS 





Companies Writing Only About 60 
Percent of Business Secured in 


Normal Year 





FARGO, N. D., Sept. 13.—Life com- 
panies operating in North Dakota are 
writing only about 60 percent of the 
business normally secured. The home 
state companies, which write the largest 
volume of business, are getting very lit- 
tle more than 60 percent of what is 
written in an average year. The pro- 
longed dry spell in June damaged the 
crops of the state heavily, particularly 
in the eastern section. The Red River 
Valley district was hit hard. There has 
not been a crop in the western part of 
the state for four years, but present in 
dications are that there will be a good 
harvest in the northern and western 
parts of North Dakota this year. ‘This 
is the section of North Dakota that 1s 
in the worst shape financially. How- 
ever, the money that this year’s crop 
brings will do little more than pay past 
debts so that the situation from a finan- 
cial standpoint will not be very much 
relieved in western and northern North 
Dakota this year. 

The political situation in North 
Dakota has had a decidedly depressing 
effect on business. Since the Non- 
Partisan League has had the upper hand 
in the state business men generally have 
shown a disinclination to buy readily. 
The uncertainty of the future has had a 
deterrent effect upon most of the princi- 
pal business men of the state. 


Have Not Developed Agencies 


Companies having home offices in 
North Dakota have done very little dur- 
ing the past three or four years in the 
way of developing agency material. It 
has been practically impossible to get 
good men to go into the life insurance 
business in North Dakota. In fact, one 
company which had two men who pro 
duced $1,000,000 apiece personally last 
year has been unable to keep these men 
in its service owing to the unfavorable 
conditions in North Dakota. One has 
gone to the Pacific coast, and the other 
has moved ‘to Montana. At least one 
North Dakota company will move its 
headquarters to Minneapolis this fall if 
the recall election to be held does not 
remove the Non-Partisan element from 
control. 

Companies that have in the past 
loaned money in North Dakota now 
find themselves unable to collect even 
the interest due, to say nothing of the 
principal. Until there is a good crop in 
the state, or until business men of North 
Dakota have more confidence in the 
political leaders who happen to gain 
control, there is little hope for an im 
provement. ; 


Some Interesting Figures 


The Prudential states that when it 
started its business in 1875 the popula- 
tion of the United States was 40,000,000 
people. Now it is over 110,000,000 
Canada has 8,000,000. This makes 118,- 
000,000. Of this number the Pruden- 
tial states that about 45,000,000 hav« 
either ordinary or industrial policies in 
regular life companies. It estimates 
that there are more than 45,000,000 yet 
to be insured, to say nothing of the 
large amount of business to be written 
on old policyholders. 


New Montana Company 


The fourth Montana life insuranc: 
company has been granted a charter. 
The new corporation is the Great 
Western Life, with home offices in 
Billings, Mont. The capital stock will 
be $250,000, composed of 25,000 shares 
at $10 par value. The incorporators 
are Oliver Blood, Perry H. Kelly. L 
O. Johnson and Arthur Thomander. 
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WANTS GOOD MEN 
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of Comrades 


























In whatever locality you go where 
the Central States Life, of Crawfords- 
ville, Ind., operates, you will find 
boosters for it. It makes strong and 
permanent friends. 


It appeals to people who appreciate 
stability, fine; quality, integrity and 
liberal service. 























Insurance in force tz. $128,000,000 















































Indiana people are renowned for 
their genius for friendship. They are 
strong in their personal attachments. 
They cling tenaciously to their own 
institutions. 





They patronize Indiana _ business 
houses because of a natural tendency. 





Indiana life insurance (ly 
stands high with Indiana d 
people. J 
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Come with the 


Central States Life 


Insurance Company 
of 


CRAWFORDSVILLE,| INDIANA 





If you want to write life insurance 
in Indiana 


WRITE TO 


THOMAS L. NEAL 


Second Vice-President and Agency Manager 


President Secretary 


Edwin M. Brown =_ Clifford V. Peterson 
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$50,000; 162,485 from $10,000 to $25.000. 


Getting in Tune 


A LIFE insurance man the other day 
said that before he can accomplish any- 
thing with his prospect he must get that 
prospect in accord with him or he must 
get in tune with his prospect. It is much 
like the effort of a Chinaman from one 
of the provinces endeavoring to con- 
verse with a fellow countryman from 
another province. When they start to 
talk, although the basic language is 
Chinese, they cannot understand each 
other. It is necessary for both to get 
on the same key. When they are pitched 
together their language is perfectly un- 
derstandable. 

Likewise, a life insurance salesman 
must direct his interview. Endless tact 
is required to get the prospect on the 


advantage. 


With a Prospect 


same platform with the agent. His 
mind must be directed along channels 
that lead to the end which the 
salesman desires. The salesman must 
know how to make his approach, must 
develop the arguments and know just 
when to say the right word that will 
clinch the bargain. The attention of the 
prospect must be had all the time. 

In order to get in concord with the 
prospect and to get his mind in perfect 
tune with that of the agent, the sales- 
man must possess some knowledge of 
human nature and the psychological 
processes that accompany thinking. 
The interview must be managed by the 
agent, who must keep it in hand all the 
way through. 


will 


Usefulness of Life Insurance 


Mucu has been said in the press regard- 
ing the estate left by Franxiin K. Lane, 
who was secretary of the interior under 
President Witson and had been a member 
of the Inter-State CoMMERCE CamMIS- 
sion for eight years before. Prior to that 
he was corporation counsel for the city of 
San Francisco. Mr. Lane was in public 
service, therefore, during a long period. 
Yet at his death he leaves an estate that 
is not worth over $10,000. 


Big Growth 


AmazincG has been the growth of the in- 
The grand total of 
premiums paid last year for insurance 
of all kinds in this country amounted 
to about $3,000,000,000. This is an im- 
mense aggregate in comparison with 
the premiums of ten years ago. For 
life insurance $1,421,305,000 was paid, 
for fire insurance $889,941,000 and for 


surance business. 


It is such illustrations as this that 
demonstrate the usefulness of life insur- 
ance in creating an estate. Mr. LANE was 
probably not in a position to amass wealth 
or to make fortunate investments. How- 
it would have been possible for 
him to have purchased life insurance in 
such an amount that would have left a 
comfortable income for any dependent 
at the time of his death, a solution of 
which he did not avail himself. 


in Insurance 

casualty, surety and miscellaneous $445,- 
437,000. This gives a total of $2,756,- 
583,000. To this must be added the 


ever, 


premiums paid on government life 
insurance, fraternals and assessment 
concerns. The aggregate is truly enor- 


mous. It shows the wonderful develop- 
ment of insurance during the last few 
years. 





Holland, Switzerland, Belgium, France. 
He went over the battle fields of the 
two latter countries. Mr. Clark and 
his party took a five day automobile 


trip through the French Alps, and 
climbed the Mer de Glace. They also 
flew in an aeroplane from Paris to 


London so they had about all the old 
world experiences .that are being. of- 
fered. The Clarks spent several days 
with two daughters in the family, Eu- 
nice and Anna, who are connected with 
the Y. M. C. A. and army of occupa- 
tion at Coblenz, Germany. Mr. Clark 
in commenting on the trip says, “The 
old world is a great country to visit 
and we had a most wonderful time on 
our trip. In some things the country 
beyond the seas is 100 years — the 
times. Give me the old U. S. A.” 


President C. W. Brandon of the Col- 
umbus Mutual Life was in Madison, 
Wis., last week attending the agency 
convention of the National Guardian 
Life of that city. The National Guard- 
ian adopted the agency contract of the 
Columbus 
ago. President Brandon commented 
on the contract and explained its bene- 
fits. Last Monday he’spent in Chicago 
getting in touch with leading producers. 


Charles B. Cleveland, one of 
oldest and best known figures in the 
mid-western life insurance circles, died 
at his home in Evanston, IIL, last Sun- 
day. Mr. Cleveland was the 
general agent in the service of the New 


the 





Mutual a couple of years | 


| pliments 


oldest | ) 
| credit, 


England Mutual up to the time of his | 


retirement in 1916, having been with 
the one company through his entire 
insurance career of half a century. 
Born in Masonville, N. Y., in 1845, 
Mr. Cleveland moved to Illinois and 
attended the Rockford High School. 
He served in the 153rd Illinois Vol- 
unteers in the Army of the Cumber- 
land in the Civil War. After the war, 
he returned to Rockford, where he was 
cashier in a local wholesale house until 
1868, when he entered the service of 
the New England Mutual as cashier in 
the Rockford office. The following 
year he was moved to the Chicago 
office as cashier and in 1895 was ap- 
pointed general agent. He lacked only 
two years of making his half century 


with his company and among his broad 
acquaintanceship. He was one of the 
figures in life insurance and was active 
in outside interests, a member of nu- 
merous clubs and organizations. 


Henry M. Powell, representing the 
Volunteer State Life at Atlanta, Ga.. 
is not content with establishing a new 
record for consecutive production, and 
apparently is going ahead with the 
idea of putting his record to the point 
where it will stand for some time to 
come. His record up to the latter part 
of last week, the last figures that are 
available, was 98 days of consecutive 
production. He entered the life insur- 
ance business June 1 of this year. He 
wrote a policy that day and has not 
failed to write at least one every day 
since. 

W. E. Simpson, of the West Coast 
Life of San Francisco, who was vice 
president of the 1920-21 Century Club. 
has already qualified for the 1922 Club 
during the month of August by paying 
for considerably more than $100,000 of 


new business. 
A new book just published, “The 
Vanished Helga,” by Miss Elizabeth 


Corbett of Milwaukee, has brought her 
proud father, Maj. R. W. Corbett of 
the Old Line of America, many com- 
and congratulations. Miss 
Corbett has a number of books to her 
one of the most popular being 
“Cecily and the Wide, Wide World.” 
Maj. Corbett is treasurer of the Mil- 
waukee Association of Life Under- 
writers. 

Charles Wright, formerly prominent 
in Des Moines life insurance circles, 
has been made president of the Iowa 
Life of Waterloo. He succeeds J. E. 
Johnson, who retires Sept. 15. Mr. 
Wright has been connected with the 
Western Life and the American Life 
of Des Moines. 

Following the convention of the Na- 
tional Association of Life Underwriters, 
Vice-President T. Louis Hansen and 
Superintendent of Agencies George 
Hunt of the Guardian Life are making 
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a swing of the circuit through the mid- 
dle western states. Included on their | 
itinerary will be Chicago, Milwaukee, 
St. Paul, Minneapolis, Omaha, Kansas 
City, Topeka and St. Louis. 





The activities of the modern statisti- 
cian are well defined in the career of 


Frederick S. Crum, assistant statistician | . 
of the Prudential of America, who was | 
accidentally drowned on September 2, | 
while on a fishing trip in Maine. Dr. | 
Crum, a graduate of Cornell University, | 


had been in the statistical work of the | 
Prudential for 23 years, and had be- | 
come the invaluable assistant of Dr. 


Frederick L. Hoffman, third vice-presi- | 
dent and statistician of the company. | 
Dr. Crum's death came during the long 
absence of Vice-President Hoffman in 


the Amazon basin of South America 
where he is studying health conditions, 
as a member of the Mulford Biological 
Exploration party. It will not be pos- 
sible for Dr. Hoffman to hear of his 
assistant’s death for a month after its 
currence. 

Dr. Crum was the author of numer 
ous publications on health and mortality 
topics and of charts on diseases. He 
was considered among the best authori- 
ties in the country on statistics of in- 
fant mortality, as well as authority on 
automobile accident statistics. 


Jack Shuff, the new president of the National 
Association of Life Underwriters, has dedicated 
his administration to selling the soul of life insur- 
ance to the field men. 











- He was a member of the American 
= Economic Association, American Sta- h fj ; . f h | . ee 
d tistical Association, American Public The finest expression oF that soul 1s service— 
neg Health Association, Casualty Actuarial . f th . and Ieh kind I 
SS .. oo ye and service or tne untiring an unselitls Ind. t 
Chile ygiene Association. Dr. Crum . . “<- . 
~ also atte ee chairman of the committee should indeed motivate the activity of every 
‘y on statistics in the public safety section d : 
al of the National Safety Council. In underwriter. 
al New Jersey he was active in the Anti- 
. Tuberculosis League and the New Jer- . . ° 
4 sey State Industrial Safety Museum. Such service ideals deserve the heartiest support 
y. He contributed valuable information ° ° 
c to the National Association of Corpo- and co-operation of every Home Office. The am- 
ee ration Training, covering health condi- — ° ° ° 7 
re tions in large industries. He was also bition of the Lincoln National Life Insurance 
of a member of the Metropolitan District b b ” . a ; 
Safety Council and of the special ad- Company has always been to back up in every 
visory committee on statistics of the . _— . . f ae seeiatale 
e New York City Department of the way these high service aspirations of its agency 
ie United States Shipping Board, giving f : 
w about one-half of his time to the work. orce. 
d Dr. Crum, as chairman, was to have 
ie delivered the report of the committee F - ? : ; 
it on statistics of the public safety section The Life Underwriters’ program of establishing in 
0 of the National Safety Council at its . 
rt forthcoming convention in Boston, and the hearts of every man who carries a rate book the 
“e was to have been a sectional chairman ° ° . 
e at the forthcoming International Con- lofty meaning of service well rendered will have all 
r- gress of Eugenics in New York City, a ‘ " . -« 
e Sept. 22-28. The subject of his address the support that the Lincoln Life with its friction- 
rt was to have been a comprehensive | ° —_— 
y analysis on the size of American fami- less Home Office efficiency can render. 
lies, beginning with the first known in- 
formation in 1680. . i . . 
Dr. Crum was well known over the | Because you are always in direct contact with its 
. country for his contributions to the | ‘ : aaa 
D, scientific study of infant and child mor- | high service standards, it pays to 
b tality. His anthropemetric table of 
g normal height and weight of young 
yf children has been adopted for universal 
use by the American Medical Associa- 
tion. His papers and charts on | ——— 
e measles, whooping cough, diphtheria | LINK U WITH THE INCOL 
h and scarlet fever are considered by | (unk uPijwm we (LINCOLN) hoe 
r qualified authorities among the most 
if helpful contributions to the study of 
1- acute infectious diseases of children. | 
; Dr. Crum, besides being a constant | 


o* worker for reduction of infant mor- 
tality, at the time of his death was 
making deep research into the causes 
% of automobile accidents and fatalities, 
with the hope, in a great measure, ot 
reducing or overcoming them. 


The Lincoln National Life 
Insurance Company 





V. J. Harrold, publicity and advertis- 

















ing manager of the Lincoln National ‘*‘Its Name Indicates Its Character’”’ 
. — has been made ge og superin- 
: tendent of agencies for the company. ° ° e ° ° 
" He will handle much of the agency Lincoln Life Building, Fort Wayne, Indiana 
° correspondence and will continue in 7 
“ charge of the company’s advertising. Now More Than $185,000,000 in Force 
He has made good in every way. 

Miss Kathryn Stevens, daughter of 
- Vice-President R. W. Stevens of the 
S. Illinois Life, was married last Satur- 
d day evening at the home of her parents 
ee near Ravinia, Ill., to Webster Stafford, 
g son of Mr. and Mrs. Edward J. Staf- 








ford of Glencoe, III. 
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M.E. O’BRIEN, Pres. ‘“*THE COMPANY OF SERVICE” JAMES D. BATY, Sec. & Treas. 


The Detroit Life Insurance Company 


FOREST AND WOODWARD AVES., DETROIT, MICHIGAN 


PYRAMIDS OF SUCCESS: Insurance in Force 
December 31, 1911 ~ ° $1,729,970.00 
December 31, 1913 $4,051,150.00 


December 31, 1915 . $7,199,500.00 
December 31, 1917 . $11,750,811.00 


Dec. 31, 1920 . $22,034,966.00 


A fine opportunity forlive agents 
to associate with a rapidly pro- 
gressing company. 


September 16, 1921 








|STAY ON OLD BASIS 


NOT LIKELY TO MAKE CHANGE 





Life Companies of New York Are Sat- 











Supervisor for Michigan and Ohio 
Wanted By The 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


With the application for Position, give References and state previous life insurance 


experience. Address ; 
S. W. GOSS, Vice-President 
The Rookery, Chicago 








George Washington Life Insurance Company 


Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our Monthly 
Income Coupon Bond Policies are growing in popularity. We are 
also writing all standard forms at low premium rates. A few attract- 
ive Agency openings are now available in the state of Ohio. For 


particulars address 


ERNEST C. MILAIR, Vice President and Secretary 














The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
[nsurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be at- 
tained through a permanent connection. The companies that stay are the com- 
panies that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CO. 


J. H. Leffler, Acting President John W. Dragoo, Secre Harry H. Orr, General Counsel 
’ MUNCIE, * SeereNDIANA 








A New “Ordinary Life Select” Policy 


Issued by the 


CONTINENTAL LIFE INSURANCE COMPANY 


KANSAS CITY, MISSOURI 
ASSUME YOU CARRY $10,000.00 





The Company Will Pay 





For Natural Death - - $10,000.00 For Accidental Death - - - $20,000.00 
For Total and Permanent Disability, 2 monthly income to the Insured of - - - —< 
For Maj Ss ical O tions (Maximum) - - - - - - - ¥ 

For cap Risht™ foun | hove Elbow or Loss of Either +. above the Knee - - 5,000.00 
For Loss of Right Arm below Elbow or Left Arm above w - - - - 3,000.00 
For Loss of Either Leg below the Knee ~ =. - - - - - - 2,500.00 
For Loss of Left Arm below Elbow or Loss Entire Sight Either Eye - - ~ 2,000.00 


NOTE—Payments made for disability benefits, loss of limbs or surgical affections, do not deduct from the amount payable at death. 
BEN H. BERKSHIRE, President P. R. SCHWEICH, Sec’y and Supt. of Agencies 


isfied With the Present 3 
Percent Plan 





NEW YORK, Sept. 13.—It is unlikely 
| that any of the life companies of this 
city will follow the recent example vi 
the Phoenix Mutual Life and change 
their reserve basis. All of the New 
| York institutions, save the Manhattan, 
| Metropolitan and the Postal, reserve 
| upon a 3 percent basis, the last three 
| named holding to the 3% percent basis 
| The New York law does not permit a 
| higher reserve than 3% percent for go- 
ing companies, though permitting a 4 
percent valuation in case of reserve 
impairment. The concession only holds, 
however, until the impairment is made 
good. The company thus favored is for- 
bidden to write new business until th« 
required standard of solvency is 
reached. While all offices are agreed 
that a high rate of interest is likely to 
be earned for some years—though the 
present average of close to 4% percent 
is hardly likely to be maintained—they 
much prefer to follow the established 


reserve figure, charging the neces- 
sarily higher premiums required 
thereby, and returning the excess in 


dividends to valuing at a higher figure 
Life underwriters are proverbially con 
servative and are loath to adopt changes 
in such important matters as reserve 
interest until the wisdom of so doing 
has been demonstrated through a series of 
years. 


Interest Earnings Not Increased 


| <A study of the experience of a num- 
ber of well managed life insurance 
companies of this section of the coun- 
try attests that contrary to general be- 
lief there has been no marked increase 
in the interest earnings upon reserves 
in recent years, despite the attractive 
security offerings now to be had upon 
the market, a fact that explains the un- 
willingness of the majority offices to 
consider a change from the present 3 
per cent interest basis. Over a series 
of years the increase in dividend earn- 
ings by one of the best conducted com- 
panies of the land has not exceeded 
1-10 of one per cent. This condition 
is due in considerable measure to the 
heavy subscriptions to Liberty loans 
made by all of the companies, and to 
the shrinkage in the market value of 
| these securities. The subscriptions 
| were made, not with a primary view to 
| their interest yield, but rather as a pa- 
triotic effort, and the managers have 
| no apology to offer for their action in 
this respect. If the same condition oc- 
| curred again they would act similarly, 
and their policyholders would approve 
their course. Viewed from a_ cold 
blooded business standpoint, however, 
| Liberty bonds have not proven nearly 
| so profitable an investment for the 
funds of life companies as have certain 
| other forms of securities and have been 
| large factors in reducing the interest 











return upon their reserves. 














BUILD YOUR OWN BUSINESS 


Under Our Direct General Agency Contract 


Double Indemnity Disability Benefits 
Reducing Premiums 


SEE THE NEW LOW RATES 66 BROADWAY 


INSURANCE CO. 


ORGANIZED 18h 





NEW YORK 
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INVESTMENT MARKET 
IS NOW INTERESTING 


Good Bargains Can Be Secured in 
the Farm Mortgage and 
Bond Field 


SEE EXCELLENT RETURNS 


Company Officials Say That Caution Is 
Desirable in Putting a Value on 
Farm Land 


The life companies of the west look 


upon farm mortgage loans as by far 
the most desirable investment for life 
companies. The mortgage loan is a 


typical western investment because the 
that 
There has been marvelous de- 
the 
have 


large farm areas are located in 


section. 
velopment in great agricultural 


into these 
communities, purchased farms and made 


good money. 


states People gone 
The life companies have 
done much to finance them. 
the 


Owing to 
for 


desire loans there have grown 
up in various sections of the country 
incorporated agencies and individuals 


who are giving all their time to the 
purchase and reselling of farm 
gages. Some of the largest of these 
concerns are located in Oklahoma City. 
The F. B. Collins Investment Company 
that ¢ity now has branches in a 
number of other cities. It is typical 
of the farm mortgage companies that 
have expanded and have built up a large 
insurance clientele. 


mort- 


ol 


Lean Situation Is Interesting 


\t the present time the loan situa- 
tion 1s very interesting. The life com- 
panies have been deluged with appli- 
cations for policy loans because of the 
stringency in the regular money mar- 
ket. Policyholders can borrow money 
on their policies at less rate of interest 
than they can at the bank. In fact, in 
many cases it has been impossible to 
get any money from the banks. This 
demand for policy loans has drawn upon 
the resources of most companies. !n 
normal times the life companies have 
large sums of money to loan from their 
regular income. During the last eight 
or nine months the current income of 
life companies has been used in meeting 
the demands for policy loans. This, 
naturally, has cut down the margin of 
ready money for investment. In fact, 
in some instances companies have been 
obliged to borrow on their securities 
in order to get ready cash to meet the 
demands. 


Many Inducements Are Offered 


The mortgage investment field has 
been disturbed because of this condi- 
tion. At the present time purchasers 
of farm mortgages are given many in- 
ducements. If a life company has any 
money to loan and wishes to purchase 
farm mortgages, it can get some very 
fine bargains. Several of the company 
officials say that there is no trouble to 
get farm mortgages today of the finest 
kind that will yield 7 percent. If the 
loaning company will split on its com- 
missions, the yield will be greater. 


Caution Is Now Needed 


One company official that buys large 
amounts of farm mortgages was asked 
whether there was much over loaning 
during the inflation period. He replied 
that he did not believe that such was 
the case. He remarked, however, that 
the great danger of over loaning is 
coming right now. It is difficult for an 
appraiser to fix land values at what they 
should be. He has in mind the abnor- 











mai value of the last two or three years. 
Farm land is not worth what it was. 
Prices on all farm products have taken 
a big jump downward. Farm land ap- 
praisers have not gotten their minds 
working along normal lines. Hence 
this official said that they are prone to 
put a price on farm property that is 
beyond what it should be. He said 
those that have investments in charge 
at home offices are watching values 
very closely. He remarked furthermore 
that it is highly desirable these days 
to make a personal investigation of 
the borrower. Many honest farmers 
have gotten in too deep and will not 
be able to work out of their dilemma. 
They took it for granted, seemingly, 
that the period of inflation and high 
prices would continue right along. They 
have incurred indebtedness and are bur- 
dened in a way that will hold them 
down. This official said that he is 
scrutinizing very carefully applications 
for farm loans. The personal equation, 
he said, is the most important one just 
at this time. 


Good Bargains in Bonds 


The investment market is made in- 
teresting today because there are some 
very excellent offerings of bonds be- 
ing made. The interest returns on 
these bonds are higher than usual. 
Bonds issued by school districts, 
nicipalities, countries, townships and so 
on are a good investment. Some 





mu- | 


mighty fine investments can be picked | 
up that will yield between 6 and 7 per- | 


cent and the bonds are perfectly safe. 

Company officials agree that 
before have there been so many 
lent offerings in the financial 
as just now. If a company has any 
money to invest, it can get the very 
best class of mortgages and bonds at 
a figure that will yield the most satis- 


factory interest returns. 


excel- 
market 


New York Life Agency Meetings 


The western $100,000 Club of the 
New York Life held its annual meeting 
in Chicago, Wednesday. Frank Har- 
wood of Chicago was elected president 
of the Club, Herman Kaplitz of Chi- 
cago first vice-president and Carl H 
Weir of Sioux City second vice-presi- 
dent. The Club has 111 members this 
year and they have paid for $13,426,000 
in new business. L. Seton Lindsay, 
superintendent of agencies, and 
tuary William Young represented th 
home office at this convention. J. J. 
Parker, agents’ counselor from Cleve- 
land; E. E. Andrews, Chicago agents’ 
counsellor and Dr. H. V. Wolly, assist- 
ant medical director, were also on the 
program. 

The “Top 200 Club” which has as 


never | 


Ac- | 


its membership the 200 highest pro- | 
ducers from the entire country, will 
hold its annual meeting at Colorado 


Springs Sept. 17-21. This group will 
meet as a unit at the Broadmore Hotel 
and will enjoy a lively educational pro- 
gram. The western half of the $200,- 
000 Club will meet at Colorado Springs 
Sept. 23-26. This will be for only 
the representatives of the central de- 
partment and the west 


Celebrates 75th Anniversary 


The Connecticut Mutual Life last 
week celebrated its seventy-fifth anni- 
versary by a gathering of the officers 
and the members of the company’s $200,- 
000 Club. On Wednesday, Sept. 7, the 
opening day, there were between 275 
and 300 present. President Robinson 
delivered the address of welcome and 
various others read papers. In the 
evening there was a reception by the 
directors to those attending. Of the 
board of directors there were present 
Edward Milligan, Charles E. Chase, C. 
H. Clark and President H. S. Robinson, 
Vice-President James L. Loomis, Treas- 
urer H. H. White and Secretary 
J. H. Greene. The exercises continued 
through the week. The meeting was 
held at the New Ocean House in 
Swampscott. 








An Exclusive Life Reinsurance Company 





THE REINSURANCE LIFE GOMPANY 
OF AMERICA 


DES MOINES, IOWA. 


Prompt Service Full Coverage 


Attractive Contracts 


‘HH. B. HAWLEY, President F. D. Harsh, Secretary 








More Than 1!4 Million Policies Now In Force 


Only four other life insurance companies in America have more 
policy contracts in force than this company. A study of the 
following growth in ten years is invited: 


Jan. 1, 1911 Jan. 1, 1916 





Jan. 1, 1921 


Assets $ 5,614,764 $10,279,663 $ 22,885,957 
Policies in Force 371,106 613,615 1,277,277 
Insurance in Force 49,245,028 89,596,833 251,594,364 


Attractive opportunities open to. agents in Ohio, Indiana, Kentucky, 
West Virginia, Pennsylvania, Michigan, Illinois and Missouri 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 











RARE OPPORTUNITY 


Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 
OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 
ST. PAUL, MINNESOTA 











Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 


HARRY L. SEAY, President 








. The Masonic Mutual Life Association 


Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 
The Security of the Old Line 
The Economy of the Fraternal 


Select work, with big returns to high class representatives. For terms 
and territory, write to 


WM. MONTGOMERY, President and Gen. Mgr. 
New Masonic Temple Washington, D. C. 














One inch, one time, 


WANT ADS One Column wide $3.75 
NATIONAL UNDERWRITER, 1362 Insurance Exchange, Chicago, Illinois 
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FOUNDED 1865 


THE PROVIDENT LIFE 
and TRUST COMPANY 
of PHILADELPHIA 


(Penna.) 


“Tantamount toa 
Sight Draft” 


A Provident Long 


Endowment is not 
only payable immedi- 
ately should the in- 
sured die; if he lives 
to the maturing date 
specified in the policy 
it is tantamount to a 


sight draft. 

















A Wider Fiel 


An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up 
to $3,000, to young men and young women as young as age 
2— protective insurance and Educational and Business Start 
Endowment Insurance. This extension of the age limit for 
Ordinary Insurance down to age 2 helps our Agents consider- 
ably. We issue Participating and Non-Participating Policies. 


As regards adults, we write contracts with Double Indemnity 
provisions covering any kind of fatal accident, or with 
Double Indemnity provisions covering fatal travel accident 
only, as may be desired. 


We issue policies with waiver of Premium and Disability 
Annuity or Installment Payment features. 


We insure males and females at the same rates. 


OLD COLONY LIFE 
INSURANCE COMPANY 
CHICAGO, ILLINOIS 
































LIVE LIFE TOPICS 








S LIFE insurance men think over 

the tendency in some cities for 
banks to open insurance departments 
so that life insurance and savings de- 
posits can be combined they do not 
look with any great alarm on the pos- 
sible inroads such financial institutions 
can make on the business. A few banks 
have adopted the combined plan and are 
doing a fair business. Most banks hesi- 
tate to engage in any sort of insurance 
business because it may affect their in- 
surance depositors. In almost all the 
cities the banks are eager to get the 
deposits of insurance companies or gen- 
eral insurance offices. They thoroughly 
sound the field when it comes to engaging 
in agency business themselves. In Chi- 
cago, the Harris Trust Bank has an insur- 
ance plan and some of the outlying banks 
are linked up with an insurance company 
or two. The Great Lakes Trust Company 
had an insurance connection and was 
doing quite a business. However, since 
it was absorbed by the Central Trust 
Company the firm that was handling 
the life insurance department of the 
Great Lakes has been unable to make a 
connection. There have been a num- 
ber of people endeavoring to elicit the 
interest of Chicago banks in insurance 
enterprises. Insurance men in the large 
cities do not look with any degree of 
anxiety on the opening of such savings 
plans. Whether the project spread or not, 
the men in the field will probably be little 
affected. 


IFE companies are much more 
scrupulous regarding their rules as 
to overweights than they were some 
years ago and especially prior to the 
promulgation of the report of the 
medico-actuarial investigation. When 
the data was assembled for this joint 
report it was found that the experience 
as to overweights was decidedly unfav- 
orable. This caused many companies 
to revise their rules so that the maxi- 
mum limit especially has _ lessened. 
Companies find that the overweight is 
susceptible to certain maladies that are 
almost universal. The companies that 
were rather free in their acceptance of 
overweights found it necessary to 
modify their rules. The mortality was 
too high to continue on the old plan. 
*¢ © 
HILE it sounds paradoxical to say 
that bad business creates good busi- 
ness, such is the situation which Kansas 
City agents have encountered in con- 
nection with the writing of business in- 
surance. In many cases the main factor 


*« * * 





in inducing the insured to buy big busi- 
ness policies has been the need of pro- 
tection which has arisen on account of 
the existing depression. It has compli- 
cated his affairs, deprived him of ready 
cash and iorced him to borrow to the 
full amount of his credit. If the insured 
lives, the business will recover and will 
make good money in the long run. If 
he should die, and the business should 
have to be closed up at the present time, 
many a good business man’s fortune 
would be wiped out entirely. 

The Kansas City agents have been 
emphasizing this fact and have had little 
trouble in bringing the big business man 
to the realization of it. As a result there 
has been any number of policies written 
for $100,000 and a very good list for 

250,000 or more. Agencies which have 
been specializing on this class of busi- 
ness report that their writings so far in 
1921 have considerably exceeded those 
for the corresponding months of 1920. 
One agency reports an increase of 35 
percent, and states further that its 1920 
business was the largest in its history. 

At the same time, the Kansas City 
men report that the writing of smaller 
policies, and policies in the farming 
communities, have fallen off very ma- 
terially—in some communities as much 
as 50 percent. The agents who have 
been in the habit of writing policies of 
$1,000 to $2,500 have been especially 
hard hit. Only those agents who have 
understood the use of insurance in the 
protection of business and for the off- 
setting of inheritance taxes, and the 
dangers which threaten the fortunes of 
men of large means, have written largely 
this year. 


Starts Reinstatement Campaign 


The Southern Life & Trust of 
Greensboro, N. C., has started a big 
reinstatement campaign, largely be- 
cause of better business conditions in 
the south. There are some big crop 
records being made in the south and 
with the crops advancing the farmers 
are in a much better mood. The South- 
ern Life & Trust believes that a great 
proportion of the business that has been 
allowed to lapse on account of the busi- 
ness depression can be reinstated. The 
company is sending personal letters 
giving full information to the policy- 
holders as to how they can be restored. 
The agents are sent a carbon so that 
they can cooperate with the company. 





A. C. BIGGER, President 





AMERICAN LIFE 
REINSURANCE COMPANY 


. DALLAS, 1000 Main Street 
OFFICES: CHICAGO, 108 S. La Salle St. 
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Life Reinsurance in Force Over $25,000,000 
From Old Line Companies Only 
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Safe Management and Strong Financial Backing 
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VIEWS OF OFFICIALS 
ON GENERAL OFFICES 


Life 
Very Favorable to the 


Most Company Men Are 


Specialists 


OBSERVATIONS ARE MADE 


Best Class of Business Comes from 
Agents Giving Their Time to 
One Company 


A number of company officials were 
asked by THe NationaL UNDERWRITER 
to express their views on life insurance 
work in the field and especially to say 
whether in their opinion, the tendency 
of the times is toward general insur- 
ance offices for life insurance produc- 
tion or whether the companies are lean- 
ing toward life insurance specialists 
more and more. In some of the large 
cities fire and casualty general agencies 
have gone into the life business. Men 
who have been selling other branches 
of indemnity are taking up life insur- 
ance in order to maintain their income. 
Does this mean that the life companies 
will depend more on the general in- 
surance man or are they partial to the 
specialist? Some of the views given 
THE NATIONAL UNDERWRITER on the sub- 
ject follow: 

* * * 

T. L. Hansen, Vice-President Guard- 
ian Life of New York—You inquire 
whether in my opinion the line of de- 
marcation will be more and more 
broken down. As far as life insurance 
is concerned the tendency is unmistak- 
ably in the direction of specialization. 
As proof of this witness the agitation 
against part time men and the progres- 
sive methods now being generally ad- 
opted to educate and train agents as 
life insurance specialists, such as spec- 
ial intensive training courses as given 
at the Carnegie Institute of Technology 
and other universities and by individual 
companies as well. 

The action of the general insurance 
agencies referred to in your letter 
(which seems principally to be confined 
to Chicago) in inaugurating life depart- 
ments, which at first glance seems to 
run counter to the development of the 
exclusive life insurance agent, in reality 
is not a positive indication of an ob- 
stacle to the continuance of this move- 
ment. 


* a * 
J. B. Reynolds, President Kansas 
City Life.—Personally, I am a _ very 


strong believer in a trained specialized 
salesman to sell life insurance, one that 
is educated and trained for that par- 
ticular purpose. Of course there may 
be occasions when an insurance writer 
should be able to supply the needs of 
his customer in all lines, but we must 
not overlook the fact that life insurance 
is somewhat different from fire and 
casualty. Life insurance must be sold 
by the agent, at least that is the ex- 
perience of nearly a hundred years, 
while, generally speaking, other lines 
of insurance are usually sought by the 
customer. It might be that a drug store 
and a harness shop could be conducted 
in the same room 
*. * * 

President South- 
I have been in the busi- 
ness many years and have had so 
many experiences, often agonizing to 
a great extent, over possibilities such as 
you refer to. only to live through them 
and find that the agony and energy ex- 
pended would have been much more 
valuable to me or my company, had I 
put it in endeavoring to get business, 
that I have about come to the conclu- 
tion that in the life insurance business 


T. W. Vardell, 
western Life. 
so 











“Sufficient unto the day is the evil 
thereof” is about the best text one can 
adopt. 


From time to time during the last 
20 years we have had one or more 
general agencies of fire insurance com- 
panies under contract with some life 
insurance company. The theory has 
always been that they would place their 
business through their local agents and 
do wonders. The practical result has 
been in most cases that the theory 
failed to work, and the fire agency ob- 
tained much needed and well paid for 
experience. 

I do not think the time will come in 
our day or generation when the major- 
ity of the life insurance business will 
be placed by other than regular life in- 
surance men. When I say “regular 
men,” I include part-time men. 

» *~ * 

T. W. Appleby, Secretary Ohio Na- 
tional Life—I have watched this de- 
velopment ever since I came to Ohio. 


| ; ’ 
the fact that the larger companies write 


| agency. 


The larger life companies have hun- | 


dreds of licensed agents in this state | 


who are only general insurance men. | 
This is particularly true in the smaller | 


communities, I think this accounts f 
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very little country business in Ohio. 
Nevertheless, I believe the largest vol- 


ume of business that the Travelers 
writes in the state in any one agency 
is written by a general insurance 


That agency is the Herberich- 
Hall-Harter Company, of Akron, Ohio, 
who have a regular life insurance de- 
partment. 

While we have steered clear gener- 
ally of connections of this sort, I am 
forced to the conclusion that we 
coming to the time when life insurance 
will be written more or less in all gen- 
eral offices. Not only that, but multiple 
lines are going to become common with 
the life companies, and as a conse- 
quence, the accident companies, 
self-defense, will be going into the life 
field. I believe there are already some 
very definite signs pointing in this di- 
rection. 

I am not well enough informed to 
have an opinion as to effect such de- 
velopment will have on the exclusive 
fire companies and their agencies. 

* . * 


Albert G. Borden, Inspector of Agen- 





are | 


m | 


ll 


From your presentation of the case, I 
can well appreciate that there are many 
insurance brokers who of recent years 
may have come to recognize in life in- 
surance a wonderful new field for their 
labors, and that they have thereby been 
prompted to open up life insurance de- 


partments. It is possible from this 
angle, therefore, that there will be a 
substantial development in the future 


of this type of underwriter. 

But, generally speaking, in the last 
few years there has been a development 
of the underwriter along rather differ- 
ent lines. The life insurance business 
itself has so broadened in the last few 
years, the needs and opportunities of 
life insurance have become so many and 
complex, that the whole situation 


50 


| has called for a professional knowledge 
| far beyond what was necessary only a 


or ' cies at Large, Equitable of New York— | 


few years ago. And as I sense the sit- 
uation, there has been a growing need 
for insurance specialists, men and 
women who through an expert knowl- 
edge of the field for life insurance, can 
adequately prescribe to their clients the 
insurance needed, rather than merely 
act as order takers as the prospect him- 
self of his own volition might recognize 
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a need. It is a very unusual man who 
in the light of present conditions, is 





OHIO, INDIANA and ILLINOIS qualified adequately to present all the 

’ various forms of life insurance with the 

THE VOLUNTEER STATE LIFE INSURANCE COMPANY, of Chattanooga, mageoongel feome = eg ~~ ya 

Tennessee, intends to enter these states. ‘that for example, in group insurance it 

. . : is almost essential to develop certain 

This announcement is not addressed to satisfied representatives men by special training to adequately 

; ; ; ; this ft usiness thers 

of other Companies, but to experienced, successful life insurance peti Ha fang % BA. oe 

solicitors who wish: to obtain General Agency contracts. tax: others in business insurance, etc., 
etc. 

If your character is above reproach, and if you have paid for Under these conditions I personally 

t three ears, and if have been inclined to believe that the 

a minimum of $200, 000 annually for the las y future would see the development of 

you are ambitious to own and operate a General Agency, the insurance specialist, rather than the 

ivi ; development of the insurance broker. 

giving full particulars. However, it is quite ad as ag im- 

P , , . : : ply, that insurance brokers by the very 

Liberal financial assistance extended during the first two character of the intelligent advice that 

contract years. they give their clients, will more and 


more be looked to by the latter a 

; ; ; vice on all insurance subjects, and it 
Minor Morton, Vice President & Agency Manager may end in their extending their serv- 
ice to include life insurance by asso- 
ciating with them, men who will be 
able to give the technical life insurance 
advice that may be needed. 

* . * 

H. M. Woollen, President American 
Central—For a long time we have been 
watching the gradual development in 
the combination of agencies writing life 
insurance and those w riting other lines. 
Answering your inquiry, it is our opin- 
ion that the writing of life insurance 


The Policy of Protection Plus Pecuniary Far-Sightedness si develop slong, two grnent Have. 


° y tinue to be found, in increasing num- 

Is Pre-eminently STATE MUTUAL. bers, men who devote themselves ex- 
clusively to the writing of life insur- 

ance. These men will develop their 
knowledge of the business and their 


Our agency organization places honest service rendered |) fiers according to ther various. ca. 


° . pacities and the needs of the field in 
the acme of all insurance attainment. which they work. They will be the 
backbone of the business, and the men 
who will give it the high standing which 
it undoubtedly will attain. 


STATE MUTUAL LIFE ASSURANCE COMPANY On the other hand, we fcl that i 


various localities circumstances will 
bring about the organization of con- 

WORCESTER, MASSACHUSETTS cerns handling all lines of insurance. 
Local competition, scarcity of business, 
necessity of reducing overhead ex- 

B. H. WRIGHT STEPHEN IRELAND D. W. CARTER efii- 


penses, a desire to increase the 
President Superintendent of Agencies Secretary ciency of a business, and many other 
things, will tend to produce such a 
concern. 

We do not feel that the handling of 
all lines of insurance in one office 
necessarily means that the life insur- 
8 i ‘h Cl f th D 9 W k ance specialist will be interfered with. 

e ose oO e ay be or In many places, no doubt, there will be 
sufficient business to justify the organi- 
zation in having life, as well as other, 








Incorporated 1844 In Its 77th Year 














HEN you begin to figure up yourearn- All this and more we constantly strive to specialists, and these men undoubtedly 

7 : : . can and will work in close touch with 

ings and recall the several reasons for give our agents. This coupled with good each — - promenting the lines rep- 

. . . . . . . resentec ay the ofnice gain, in many 

failures during the past year, you then more policy contracts and liberal commissions, is places individuals will | undoubtedly 

: : . . : . : find it to their advantage to decrease the 

than any other time keenly realize the im- an incentive which should interest any am- number of their clients and serve those 

portance of a helpful constructive home _bitious agent who wishes to make the most weet ay Bag sce AO hey Ragone 
‘ ; : ; ntral he es m in sev 

office service that trains you to overcome of his salesmanship efforts. offices where all lines are handled and 

h fail has had, in the main, a very satisfactory 

suc aliures. experience. 


ete Muda ; 
One of the vital elements which makes your EE SRR THleNy 








A Milwaukee county unit of the Wis- 


day profitable is a harmonious working . consin Federation of Insurance will 
P " - . be formed at a meet to be held 

arrangement with home office officials and We would like to hear from several Milwaukee, F Ban rags Sonam Pon = 

. : m. : : : a Calls for the meeting will be sent out 

a direct co-operative spirit generously given. good men for important field positions iy Ueusiioe Meaumies Bhaader’ hone 


this week, and preparations are being 
made for a large gathering. The meet- 
ing will be held at the quarters of the 


Inter - Southern Life Insurance Com pan Milwaukee Board of Fire Underwriters 
JAMES R. DUFFIN, President LOUISVILLE, KEN TUC te Ga io Hele en 


will made 
Marthens of the federation, Field Sec- 
retary Clinton, Mrs. Fletcher and also 




















a number of officials and prominent 
National W Ad Produce If you want to sell your field men. A county chairman and 
Underwriter ant S Results agency, ask for bids. Ask executive committee will be elected. 
One Inch, One Column wide one tine $3.75 through an ad of this sort. One pan eA yoy ae A ony ; — y 
The National Underwriter, 1362 Ins. Exch. 4 ene column wide, ene time, Lac, and Outagamie counties and the 
Phone Wabash . HICAGO AA entire —_ is to be covered before the 
year-end. 
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ACTUARIES 


pyae F. CAMPBELL 
CONSULTING 
ACTUARY 








343 S. Dearborn St. 
Telephone Harrison 3348 


CHICAGO, ILL. 











ARCUS GUNN 
CONSULTING 
ACTUARY 
29 S. La Salle St. CHICAGO 
Telephone, Randolph 7684 








— J. HAIGHT 


a 
810-813 Hume-Mansur Bidg. 
INDIANAPOLIS 
Habbell Buildmg, OES MOINES, IOWA 


Dat C. HARVEY 
CONSULTING ACTUARY 
Ghemical Building ST. LOUIS, MO. 














J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Surrender 
Vv; and 
and all 
The Law of 


EBs Bianona cory 


H. NITCHIE 
° ACTUARY! 
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CHARLES SEITZ 
* CONSULTING ACTUARY 
Author of 
“System and Accounting” 
209 So. La Salle St. CHICAGO 
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404 Kraft Buildin 


RE DERIC§S. WITHINGTON 
Fes 
DES MOI 


402 
Tel. Walmet 3761 IOWA 








OHN E. HIGDON Actmaries & Examiners 


600 ildi 
| Joint C. HIGDON Kanes City Ma 























Provident Life 
Insurance Company 
Bismarck, North Dakota 
Insurance in Force, $13,500,000 
F. L. CONKLIN, 








H. H. STEELE, 
President 


Secretary 

Cc. L. YOUNG, H. B. BEACH, 
Vice-President Ast. Sec. and Actuary 
J. L. BELL, W.H. BODENSTAB, 
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CALLS LINES DISTINCT 


DISABILITY RIDER DISCUSSED 





Mutual Benefit Considers Health and 
Accident Separate Business, Says 
W. H. Tennyson 





Holding that health and accident 
msurance is properly a business sepa- 


rate and distinct from life insurance, an | 
interesting statement of the position of | 


the Mutual Benefit Life in regard to 


the total disability and double indem- | 


nity clauses is given by W. H. Tenny- 
son, assistant superintendent of agents 
of that company. Mr. Tennyson says: 


“The Mutual Benefit has consistently | 


held to the principle that health and 
accident insurance is properly a busi- 
ness separate and distinct from life 
insurance. 


clear 
of disap- 


not 
case 


which is 
the 


no provision 
explicit. Save in 


pearances, which rarely occur, it is not | 
whether | 
or not a policyholder is alive or dead. | 
We feel that in many cases the question | 


a difficult matter to ascertain 


of whether or not a policyholder is 


disabled, in accordance with the terms | 
and conditions of the disability agree- | 


ment in his policy, can only be deter- 
mined through litigation. The 
Benefit does not wish to put into its 
policies any clause the meaning 
which is uncertain and the interpreta- 


| tion of which is based upon judgment 


rather than fact. 
Opposes Double Indemnity 


“So far as the accident 
features are concerned, it is a 


or justification there is for paying a 
larger sum in the event of death by 
accident. If life insurance is primarily 


for the protection of the family, there | 


is really greater need for additional 
insurance in the case of a long illness 


than where death results from accident. | 


It is not unlikely that in some cases a 


policyholder might measure the protec- | 


tion, which he is buying, by the amount 
payable under the double indemnity 


feature, although deaths from accident | 


form but a small proportion of the total 
deaths. The Mutual Benefit is not in 
favor of adopting a clause solely to 
provide a talking point for the agents. 


It is hard to conceive of any argument | 


which could be applied to double indem- 
nity which could not equally as well be 
applied to triple, quadruple or any other 
multiple of the sum insured. 


Specializes in Life Insurance 


“The Mutual 
to any form of health or accident insur- 
ance, but we do not believe that it is 
desirable to combine these features with 
a policy of life insurance. The company 
is quite willing to specialize in life in- 
surance alone, believing that there is 
an ample field to be covered by a com- 
pany whose sole aim is to provide the 
best there is in the form of life insur- 
ance at the most reasonable cost.” 


Oregon Figures for 1920 


The annual report of Commissioner 
Barber of Oregon shows that the iife 
insurance business. was prosperous 'n 
1920 in that state. Insurance in force 
increased from $205,566,794 on Dec. 31, 
1919, to $242,623,031 Dec. 31, 1920 
There were 27,633 new policies issued 
during the year for a total of $61,120,- 
679. Insurance terminated totaled $24,- 
064,442. Industrial insurance in 
increased from $13,289,596 to $14,959,071 
Assessment business shows an 
crease from $4,318,500 to $5,340,000 


Dr. Lee K. Frankel of the Metropolitan 
Life, now temporarily connected with the 
direction of the welfare department, fed- 
eral postoffice service, is 
making a survey of postoffice and serv- 
ice conditions in Minneapolis. He re- 
cently completed a similar survey in St 
Paul, where he is suggesting a number 
of drastic changes 


We believe that our policy | 
contracts, as they stand today, contain 
and | 


Mutual | 


of | 


insurance | 
little | 
difficult to see what particular reason | 


3enefit is not opposed 


force | 


in- | 


engaged in| 
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‘* The Company of Co-operation” 
DES MOINES 


LIFE AND ANNUITY 
COMPANY 


We will insure the whole family! Any plan, any age, 
either sex! This is a service our men appreciate these 
days. If it appeals to you, write. 


HOME OFFICE, DES MOINES «-r si«. IOWA 


TERRITORY—IOWA SOUTH DAKOTA 








Business is Good with the Bankers Lite 


New business for the first six months of 
1921 shows a total of 


$'70,000,000 


as compared with 


$56,000,000 


for the first six months of 1920 


BANKERS LIFE COMPANY 


Des Moines 
Geo. Kuhns, President 








Northwestern 
National Life Insurance 
Company 
MINNEAPOLIS, MINN. 


A WESTERN, MUTUAL, ANNUAL DIVIDEND, 
OLD LINE COMPANY 


The Company for Pelicyholders and Agents 

















In Business Since 1862 









RLU 


LiFE INSURANCE ComPANYSS> 
OF BOSTON, MASSACHUSETTS 


Insures all cl of selected lives, issuing policies on the ordinary, intermediate and 
industrial plan at all ages. It also insures against total and permanent disability. Policies 
of the company are made secure by reserves maintained on the highest standard, with ad- 
ditional contingent reserves providing protection against all emergencies. Information and 
Ad on any matter relating to Life Insurance is Available at any time through the 
Agencies or Home Office of this Company. 
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Another Innovation 


The Columbus Mutual Life announces another innovation. 
It’s the Perfected Endowment policy, designed to increase the 
benefits of endowment insurance—to give the policyholder a 
Squarer Deal. Under long prevailing methods of all insurance 
companies the endowment policyholder received no benefit for 
paying a higher premium if he died before the endowment date. 
Note this comparison: 


A, age 40, took out two $10,000 policies: (1) Ordinary Life; 
(2) Endowment at age 65. He died in twenty years. Policy 
No. 1 had cost him about $4600.00; No. 2 about $6,500.00; 
difference in cost about $1,900.00. Despite this difference, his 
family received no more money on the second policy than on 
the first. It was $10,000 in each instance. 


Under the Columbus Mutual’s new Perfected Endowment 
plan, the family would have received $14,530.00 on Policy No. 2; 
cash surrender and other settlement options also would have been 
on a higher basis than under the long prevailing endowment system. 


Here’s another example of the Columbus Mutual’s Golden 
Rule methods. They all mean money to the policyholder. The 
Perfected Endowment should be easier to sell than any policy 
yet devised. The Perfected feature will apply to endowments 
maturing at ages 60, 65 and 70 and to policies fully paid at these 
ages. 


Full information will be sent to any agent writing his name 
and address on the margin of this advertisement and sending to 
the company’s office at Columbus, Ohio. 








CONSERVATION OF BUSINESS 
We are reinstating, revamping and eg up indebted policies for a number of Life Conpanin, 
thus standardizing and conserving the business, increasing the income, preventing lapses, and keeping 
the — satisfied, and at practically no expense to the Companies. 
Our references cover eighteen years of satisfactory service, and we respectfully solicit your patronage. 
THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Illinois 











The Farmers & Bankers Life 
Insurance Company 


is an established fact — an integral part 
of the life insurance and financial activities of 
its Home State — Kansas — enjoying the confi- 
dence of the citizens of its neighboring states in 
which it is operating. 


Fullest Co-operation with A gents 





Home Offices, Wichita, Kansas 











Confidence - Ability - Service 


The Splendid Record of the Past Year is a Challenge that will 
be met by every Fearless Agent who Grasps the Fact that 
\Nothing can Defeat Diligent and Honest Toil. 


1921 Will Reward Workers, but not Shirkers 
New England Mutual Life Insurance Co. 
87 Milk Street, Boston 
Seventy-seven Years of Faithful Service 




















"LIFE AGENCY CHANGES 














Dickey & Morgan 


James M. Dickey, manager of the 
Philadelphia agency of the Mutual Life 
of New York at Erie, Pa., announces 
the partnership of Dickey & Morgan to 
take care of the increasing Mutual Life 
business in Pennsylvania and New Jer- 
sey. Thomas P. Morgan, Jr., was for 
15 years assistant manager of the Dis- 
trict of Columbia and the northern Vir- 
ginia agency, with headquarters in 
Washington, D. C. 


Frank J. Sardam 


Frank J. Sardam is in charge of the 
Northern Life’s newly opened offices at 
Portland, Ore. The concern has just 
qualified for entrance into Oregon. Mr. 
Sardam, who has been stationed at 
Tacoma, Wash., for the company, will 
also have charge of southeastern Wash- 
ington. 





William H. Walker 


William Hargis Walker, formerly 
connected with the New York Life, has 
been appointed state manager for Okla- 
homa for the North American Life of 
Chicago, with headquarters at Tulsa, 
Okla. Mr. Walker was in the insurance 
business some time ago, but withdrew 
to go into the local banking and oil 
business for a number of years. He 
has now returned to insurance, taking 
over Oklahoma for the North American. 





Atwood & Hamm 





W. H. Hamm, formerly of Arkansas, 
one of the big personal producers for 
the Security Life of Chicago, has 1lo- 
cated in Los Angeles. C. B. Atwood, 
the company’s manager there, and Mr. | 
Hamm have effected a_ partnership | 
covering southern California. Mr. At- 
wood has been the company’s repre- | 
sentative in Los Angeles for the last | 
11 years. The firm name is Atwood | 


& Hamm. | 





A. S. Cutlip 


Theodore Hundley, manager for the 
Pacific Mutual at Clarksburg, W. Va., 
announces that A. S. Cutlip has been 
appointed assistant manager. Mr. Cut- 
lip is a young man, and entered the 
service of the Pacific Mutual less than 
a year ago, but he has established a 
phenomenal record as a personal pro- 
ducer. 


Wisconsin Life Appointment 





The Wisconsin Life of Madison has | 
appointed the E. A. Timme Agency, as | 
agents for Milwaukee and _ vicinity. ' 


The life department of the _ firm 
is headed by Mark R. Morris. 
The agency was established by a group 
of Chicago agency men about six 
months ago. E. A. Timme, head of 
the agency, was formerly ‘connected 
with the Guardian Life of New York 
forces in Chicago. 





Sigourney Mellor 


Sigourney Mellor of New York, 
formerly general agent of the Provid- 
ent Life & Trust in New York City 
and associate general agent of the 
Mutual Benefit in that city, has become 
associated with the Prosser & Homans 
general agency of the Equitable Life 
of New York in New York City. Mr. 
Mellor has been operating both in New 
York City and Philadelphia of late. 





Donald Lowmiller 


Donald Lowmiller has been appointed 
assistant manager of the Chicago branch 
office of the Missouri State Life to as- 
sist Manager Karl B. Korrady. Mr. 
Lowmiller has represented the company 
in various capacities at the home office 
in St. Louis, particularly the group ac- 
cident and health department 





Life Agency Notes 


F. A. Tennant has been appointed gen- 
eral agent in Sioux City, Ia, for the Penn 
Mutual Life, succeeding F. L. Good, who 
has been transferred to the Seattle office 
of the company. 

L. B, Clark, who has been for several 
years with the Metropolitan Life in Des 
Moines, has been transferred to Cedar 
Rapids, where he is made manager. He 
wus given a traveling bag by the Metro- 
politan force in Des Moines. 

Ralph M. Lowry of Hartford, Conn., 
has resigned as assistant secretary of 
the Connecticut Chamber of Commerce 
to become a special agent in the office 
of Richards & Thompson, general agents 
for the Connecticut Mutual Life. 


New Mississippi Company 
The Magnolia State Life of Jackson, 


| Miss., with a capital of $400,000 and 


a surplus of $600,000, has applied to 
Commissioner Henry of Mississippi for 
a permit to do business. 

The officers of the new company are: 
Swept J. Taylor, president; James A. 
Williamson, vice-president; "Thomas J 
Barr, treasurer; J. H. McCoy, secre- 
tary; Dr. Willis Walley, medical ad- 
viser. The directors include L. Q. 
Stone, Aberdeen; J. W. Williamson, 


Parchman; Dr. Carroll Kendrick, Ken- 
drick; Swept Taylor, Jackson; Dr. 
Willis Walley, Jackson; A. S. Coody, 
Jackson; W. A. McDonald, Bay St. 


Louis; and T. P. Barr, Jackson. 





Hotel La Salle 
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happy 





title with an experienced and 
critical public because of its 


new ideals. 


Hotel La Salle 
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has won this 


blend of old and 


ms eet 























answers every modern demand 
in equipment, cuisine and ser- 
vice with nothing lost of old 
fashioned hospitality and home- 
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“All that its LOCAL ASSOCIATIONS 


name implies” Dallas, oie cain. seaimaeas and Capital, $200,000.00 








members of the North Texas Association A company born in the West Originators of the 
The of hap ne = ee. poe built for western people, ‘Multiple Option” Policy, 
oe ee eee wee coe cee Selene by western men. . a three-in-one contract. 





meeting of the year, at which time plans 


A good policy for the 





will be mapped out for the activities of : 
the organization for the coming year GOOD AGENTS WANTED live wire. 
Square and the work accomplished compared 
with that of similar organizations of the 
deal nation. 


The schedule of the work will not be 
arranged definitely until the scope of the 
known and the most of this will be 
Agency Contract g@@thered from the proceedings of the 

National convention or obtained shortly 

With that data in hand the local organ- 
Write for particulars. ization will get busy on a program for 

the coming year. 

; The first meeting of the year will be 
G@ardiai jife held about the middle of October. Then 
nsurance Company, it is expected the officers will lay out the 
work, definitely state the things to be 
Home Office, Madison, Wis. accomplished and go to work along these 
lines. It is expected the association will 
begin at once a program for the annual 
sales congress to be held early in the | 
year This congress will probably be 


HOME LIFE the first of a series held over the nation, 
INSURANCE co following the plan inaugurated by Or- 
° ville Thorp last year and is more than 

















Progressive In Its Ideas 


NEW YORK likely to be held in January, While the 
officers of the association have not ex- 

WM. R. MARSHALL, President pressed themselves, there is a belief that 
the program worked out for the Dallas 

congress will be followed pretty closely 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 


during the “swing” around the circle. It 
is understood the national committee 


Conservative In Its Management 





$185,755,819—a gain for the year 1919 of over will have something to do with the con- 
$27,000,000. The insurance effected during the struction of the program so far as it 
year was over $40,000,000, or 63% more than in relates to chief subjects to be discussed 
the previous year. The amount paid to policy- and men to discuss them. This will more 


than likely be the case if the same sub- | STEPHEN M. BABBIT, Pres. HUTCHINSON, KANSAS 


jects are to be considered over the na- | 


bolders during the year was over $4,388,000. 








¢ ; ; 
tion. Local ends of the discussions, work, | 
W. A. R. ors = ee & SONS etc., for the congress will be handled 
Gener anagers by the local association. It is under- 





Central and Southern Ohie and Northern Kentucky 


Rooms 601-606 The Fourth Nat. Bank Bidg. stood Orville Thorp will be asked to 


make another trip over the country to 


CINCINNATI, OHIO sales congresses to discuss certain sub- 





jects. bd ad 
HOYT W. GALE The work of the local association an- e ar all e nsurance mM an 
General Manager for Northern Ohio other year will more than likely be 
229-233 Leader-News Building along the lines of cooperation between 
CLEVELAND, OHIO the agents, managers and companies for 





- 
an intensified selling campaign on the 
basis of the very best policy for the in- 


dividual to be solicited, and education of | 


the public generally to the necessity for 
FEDERAL UNION LIFE life insurance as a protection and an in- 


vestment and personal instruction of 











Established 1860 Under the Laws of the State of New York 








Insurance Company salesmen who care to “graduate” as in- | 
surance salesmen, These things will be | 
Cincinnati, Ohio in ene and efforts at all times and in Outstanding results for 1920, the greatest year in the Company’s history. 
. : P . addition there will be the regular 
has just issued a . = i booklet monthly meetings where the _ various | ee ee ee $ 46,490,818 
“Suggestions or increasin problems which confront the insurance : 620 
Y I ” g men from the man with the rate book | Insurance in Force rd ee cee eS eee 228, 496 
our income to the company president will be | Increase in Insurance in Force ............-.. 28,392,951 
thrashed out. DE Suacwewanss eGbssuveene veiweceaeial 60,720,151 
and would be pleased to send a copy to every | The association this year will cease | yn gaa 55. 695.923 
Life. Fire and Accident Agent in ! being a “club” and get right down to | Liabilities ° 00060 606606000600066060060608 A > 
doing insurance work. It is expecting | Surplus and Dividend Fund.................. 5,024,228 
Ohio Illmois and Kentucky the best year in its history and expects : 
. to be the means by which the amount of | The past year was notable for further development of the Guardian’s compre- 
life insurance sold in north Texas will } hensive Pp an of agency co-operation. 
be materially increased 
* * * For information regarding the opportunities available in the agency organization 
Connecticut.— The Connecticut asso- of this Company to men who can measure up to them, address 


ciation held its first fall meeting this | 

week at New Haven, Conn. The nom- m . 
Rates Reduce inating committee, named to report aj} ue LOUIS HANSEN, Vice-President 

ticket to be voted at the annual meet- | 50 Union Squ . New York 
ing on Oct. 11 in Hartford, was expected 
to recommend the election of First Vice- | 
President Max Harstall of Hartford to! 
the presidency. Mr. Harstall is the only 


Premium rates reduced insurance man in Hartford who has 














alified to attend the yearly conven- 
September, 1920. Seennes 36 send Se sanyo C 
] : . York Life This year the assembly was t 1 St Tt 
All leading forms of poli- he 1 hoy the Samnenet Hotel in Rockport, en Ta a es 
cies written. me = 


Best of contracts toagents. San Francisco Cal—The Northern Life Insur ance Company 


California Association nominating com- 
H mittee has reported as follows: For 

Twogeneral Agencies open president, J. Allan Fiske, Aetna Life; St. Louis, Mo. 

i a vice-president, Sam Fletcher, Western 

= Towa States Life: secretary, A. V. Bailey, Jr., 


Write for information Northwestern Mutual Life; treasurer, 


Seth B. Thompson, Union Central Life. 


The election will be held at the monthly 
association Sept. 22 Insurance in force - - $58,000,000.00 


meeting of the 


LOUIS H. KOCH, President ee 


Pontiac, Mich—a<At the first regular 
N > ] A 4 meeting of the Pontiac association for 
ationa merican the fall season, officers for the next year 

. were elected, as follows: President, El- 
Life Insurance Co mer G. Wilson; first vice-president, Asa 
ad P. Gray; second vice-president, George 

A. Dunham; secretary, Harry E. Curtis; 
Burlington, lowa treasurer, George E. Rogers; chairman 
executive committee, Arthur Crebassa; 

(CONTINUED ON PAGE 20) 








JAMES A. McVOY 
Vice-President and General Manager 
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The Goods --- Salesmanship — 


The Same Salesmanship will sell more if the thing sold is what 


the potential buyers want. 


The Life Insurance company that appreciates present condi- 


tions will make its policies attractive. 


The Farmers National Life Insurance Company has a Com- 
plete line of up-to-date policies that includes policies that can be 
written on any age from one day to sixty years; Policies that con- | 
tain the Accidental Death Benefit without exceptions and the 
Monthly Income Total Disability Benefit; Monthly Income and 
Yearly Income Policies; Policies maturing as endowments at age 
60 and at age 65; Child’s Educational Endowment Policy; and 
“the two greatest ever” — the “Guaranteed Options” 


the “Complete Protection” Policy. 


I can offer you as good territory as there is in Ohio, Indiana, | 
Illinois, Missouri or Iowa. Write me — right now. 


John M. Stahl, President 


FARMERS NATIONAL LIFE | 
INS. CO. 


Farmers National Life Building | 
CHICAGO, ILL. | 


3401 Michigan Ave. 





Policy and 

















Home Office, Indianapolis, Ind. 
Operates in Indiana, Illinois, Michigan and Texas 








Age 1 2 3 4 
15 : $29.13 $31.03 $30.55 55 ~ 
LIFE, HEALTH, ACCIDENT +: MONTHLY INCOME INSURANCE. 20 . £2.29 34.15 33.98 35.84 MEDICAL DIRECTOR 
. ‘25 36.18 37.98 38.04 39.84 Medical Director, with exceptional educational and 
—> TEST POl ICIES AND GENCY an 97 303 17 professional qualifications and th years’ insurance 
SEE LA IES A CONTRACT FOR FACTS a + e ~ a ao eed experience, eiies yt iate himself with a good life 
Upowongs OHIO, IND.,, KY.. MICH. and W. VA. We nthe. Cetorb oe 10 54.73 56.23 57.22 58.72 ey be glad to correspond with any com- 


“SAFE AS A GOVERNMENT BOND’ 


©)The OHIO STATE LIFE 











1867 


THE 


EQUITABLE LIFE INSURANCE COMPANY 


OF IOWA 
RESULTS OF 1920 


$254,538,407.00 of Insurance in Force. 
62,399,248.00 New Business in 1920 (paid for) 


Sixty-nine per cent of all business written 


1921 








NEWS OF LIFE | POLICIES 





New Policies, Premium Rates, Dividends, Surrender | 
Values and all Changes in Policy Literatures, Rate 
Books, etc. Supplementing the “Unique Manual- 
Digest,” published annually in May at $3.50 and the 
“Little Gem,”’ published annually in May at $2.00 














HAS TWO NEW POLICY FORMS 


Contracts of Security Mutual of Bing- 
hamton, N. Y., Are Based on 
Endowment at 65 


The Security Mutual Life of Bing- 
hamton, N. Y., has issued two new 
policy forms based on the endowment 
at 65. The first of these is the “En- 
dowment Annuity” maturing at age 


| 65. The policy is issued in four forms: 


(1) without special benefit; (2) with 
double indemnity; (3) with disabil- 
ity premium waiver and annuity; (4) 
with double indemnity and disability 
premium waiver and annuity. The 
cash value of the policy increases to 
$1,300 for each $1,000 face amount at 
age 65. The amount of insurance pay- 
able is whichever is greater, the face 
amount or cash surrender value. Set- 
tlements are allowed in four ways: 
(1) 1,300 cash; 2) paid as an 
annuity monthly at the rate of $1.20 
per year, guaranteed for 10 years; 
(3) $611.76 in cash and paid up policy 
payable at death for $1,000; (4) a paid 
up policy at death for $1,889. The 
policy is participating during the pre- 
mium payment and also during the 10 


The second and newer policy is the 
endowment annuity at 65, 20 payments. 
This policy is similar to the other,. ex- 
cept that it is on the 20 pay endowment 
basis, The age limits are restricted to 
15 to 42. Its cash surrender values are 
even greater than in the other policy and 
make up for the difference in premium 
rates, The rates in part are 





Northwestern Mutual 


The Northwestern Mutual Life an- 
nounces that its scale of annual divi- 
dends adopted for use in 1921 will be 
continued through 1922. The annual 
dividends apportioned during 1922 un- 
der options “A,” “B,” “C” and “D” left 
to accumulate and the deferred dividend 
fund will be on the basis of 4.6 percent 
interest, an increase of one-tenth of 1 
percent. 














WITH INDUSTRIAL MEN | 








Prudential News 
Some of the recent graduates to the 
assistancy ranks in Division M of the 
Prudential are Agents J. H. Bothwell and 


year period of guaranteed annuity. : ediatel d 
| The age limits are 15 to 50. Rates per imm “= y $5,000 t ing 
| $1,000 on basis of four policy forms yeare at feast 2, ~hcneeed 
| . in actual cash income. 
| mentioned are: H h , 
+ e e ro , 9 3 ‘ 4. e must have a reputation 
Indianapolis Life Insurance Company '""«:!: «siz st. ses a 
20 . 22.90 24.15 24.15 25.40 5 Fie ene be , 
ana : : | 25 .... 26.67 27.92 28.14 29.39 . He mus a personal pro- 
M gerships pecttanes 30 31.74 32.99 33.48 34.73 ducer. 
SOUTHERN INDIANA, SOUTHERN ILLINOIS and MICHIGAN | | 35 38.76 40.01 40.85 42.10 
| 40 ar $8.87 50.12 51.45 52.70 For the man who successfully 
Write to 15 64.32 65.62 67.60 68.90 ; 
50 ......... 90.18 91.53 94.55 95.90 meets all the requirements of 


now been installed as superintendent in 
Sacramento, Cal. He became an agent 
of the Prudential in Wilmington in 1906. 
Later he was transferred to Los Angeles, 
having been made assistant superintend- 
ent Jan. 5, 1914. 

Superintendent E. M. Burd of the Pru- 
dential at Braddock, Pa is dead He 
went with the company in August, 1896. 
as agent in Duquesne, Pa In March 
1897, he was made assistant at Home- 
stead, Pa. On June 5, 1898, he was pro- 
moted to the superintendency at Brad- 
dock 

Miss EKudorn Welty, daughter of Vice 
President and General Manager ©. W 
Welty of the Lamar Life, has 
awarded first prize of $25 in a “ 
contest, conducted by the school at Jack- 
son, Miss., which Miss Welty attends 





WANTED 


A General Agent for 
California 


A life insurance Company 
having over $100,000,000 of in- 
surance in force and over $10,- 
000,000 of assets wants a general 
agent for territory in California. 

. The following requirements are 
essential: 


1. He must have had success- 
ful experience in the man- 
agement of men. 

2. He must have had life in- 
surance experience. 

3. He must have earned in the 


this position the Company has 
an unusual offer for a contract 
direct with the home office. 


Address ‘‘California,’’ 62-Y, 


care of the Nat’l Underwriter. 











Address 61-X, 
Care The National Underwnter 














DESIRABLE TERRITORY 
FOR ALERT AGENTS 


Always ready to negotiate with 
men who can establish their 
eapacity to pay for e reasonable 
volume of New Insurance 
regulariy—good business placers 

steadily meeded. 

Unien Mutual Life Insurance Ce. 

PORTLAND, MAINE 

Address: Alberi E. Awde, Supt. of Agencies 











O68 sin oe 





since organization still in force. J. H. Andrews of the Atlantic City dis- 


trict, J. J. Morrisroe of Bayonne, C. Hen- 
derson of Irving and J. W. Mitson of 
Newark 1. Agent Henry Pollak of the 
Newark 1 district has the distinction of 
leading Division M in net industrial in- 
crease for the year. 

Agent H. J. Ford of the Winnipeg. 
Manitoba district, recently completed his 


A Penn Mutual Premium, less a Penn Mu- 


For information address: Home Office, Des Moines 


makes an Insurance Proposition which in the 
sum of all its Benefits, is unsurpassed for net 
low cost and care of interest of all members. 





























ECRET OF Oln Ww ° : - = . 
*- We have a contract for you under which your first year of service with the company. 
One UCCESS IS “ te y % During the fiscal year he maintained an The Penn Mutual 
RVICE iacome will be limited only by your activities average weekly industrial increase of Life In Cc 
REAL PROPOS more than $1 and an ordinary net issue e surance 0 
A ITION FOR A REAL MAN ; : : ° ° 
of about $1,000. He controls a debit of f Phil d ] h 
FEDERAL CASUALTY COMPANY. Bif2ti, | [iiznichturstes srrearm ce‘onty “s|| Of Philadelphia 
MICHIGAN percent with advance payments of about 
’ 
“ i 1 On January 1, 1903, Rates Were Reduced 
. 270 percent. . 
| Cash Capital, $200,000.00 V. D. CLIFF, President Assistant Superintendent Thomas Mul- and Valwes Increased to Full 3% Resarve. 
lan of Los Angeles No. 2 District, has 
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_ Office Methods and Organization 


Suggestions Made for the Proper Systemizing of the Business of 
a District or Small General Agency 


BY B. A. 
District Agent Northwestern 
Tis greatest problem of the dis- 


trict agent is the proper division of | 


his time between office duties and 
personal soliciting. Too often the tend- 
ency has been to spend too much time 
on an elaborate office system at the ex- 
pense of personal sales, or to spend too 
much time on personal selling and sud- 
denly firid that the office system was 
inadequate for the volume of business. 
It will be my purpose, therefore, to 
make suggestions for each item neces- 
sary to a complete system. The infor- 
mation used will be such as has been 
in our own agency during the past five 
years by actual experience. 
Two Chief Topics 


The subject naturally divides itself 
into two principal parts, the one, office 
management, including necessary rec- 
ords and clerical work, and the other, 
sales management, including all of the 
office duties incident to the selling end 
of the business. 

Certainly a very important item is 
that of keeping the overhead expenses 
down, in order to make the agency pay. 
So far as possible, the records used 
should be of a nature that makes them 
easily intelligible to a person not con- 
versant with the business. 

Office Management 


First of all, the office itself; its loca- 
tion and appointment are quite impor- 
tant. It should be located in a well- 
known building or place that is easily 


found by persons from out of town. It | 


should be large enough to afford a place 
for private interviews with prospects 
antl yet should not be so large and elab- 


orate as to make the expenses very 
high. The office should be kept attrac- 
tive at all times, just comfortable 


enough to impress your prospects but 
not so comfortable and attractive as to 
make it a clubroom or lounging place 
for yourself and agents. In addition to 
the regular equipment of desk and filing 
cabinet, we have found that as the busi- 
ness justifies, the adding machine, 


check writer, and above all, some kind |} 


of duplicator have become very efficient 
parts of our equipment. 
Office Assistant Needed 


I would say that some office assistant 
from the beginning is not only more 
efficient but more economical. A com- 
bination clerk and stenographer can 


MILLION 
Mutual Life, Decatur, Illinois 


| save you much time and can be ob- 
tained at a cost of much less than your 
| time is worth in soliciting. Some agents 
have found that young men stenog- 
raphers of the right type can be trained 
later for agents. This, of course, is an 
ideal arrangement, but they are much 
fewer and harder to find than compe- 
tent young ladies. Whether you use 
young men or young women, it is a 
matter of personal opinion, although 
many people feel that they get neater 
and more accurate work from young 
women. There are cases where they 
have been known to do some soliciting 
in addition to their office duties. 

The handling of correspondence is of 
| more importance than is sometimes 
thought. In order to save time on dic- 
tation, some agents have used the dicta- 
phone with success, for with it they can 


give dictation at night or out of office | 
without cutting into their time | 


hours, 
for soliciting. 
Handling Correspondence 


We make it a rule in our office to 
make a carbon copy of everything that 
goes through the office, and we find 
that while many copies are never used, 
there are enough cases where they have 

; proved important, to justify this rule. 

Great care and promptness should be 
used in answering correspondence, for 
you soon establish a reputation for 
| yourself, both with your general agent 
|and the company and with your clients 
and prospects. 

For the office where several people 
are interested in the mail, and where it 
is important that responsibility be defi- 
nitely fixed, we have used a dating 
stamp. It shows the day mail is re- 
| ceived and the different parties who 
have read it and the initials of the party 
who took care of the item. 

Now about filing correspondence. 
| General correspondence can be filed 
alphabetically, but since most letters 
|are to and from the general agents, 
these are filed by months, with the ex- 
ception of letters about applications. 
All of these are filed alphabetically in 
a certain file, and at the end of the year 
these letters are pinned to their corre- 
sponding application cards and are a 
great convenience when writing another 
| application on the same man. 

It is easy enough to make any num- 
ber of records but we have tried to 
| have the fewest possible records at the 














Public 


Life Insurance 
Company 


Incorporated As a Stock Company Under The Laws of the State of Illinois 


Capital, $500,000.00 


Ordinary and Industrial Insurance Issued 
at all Ages From One to Seventy 

















ALFRED CLOVER 
General Manager, Chairman Board of Directors 


LOUIS NAROWETZ, President J. W. SINGLETON, Secretary 


WILLIAM SCHAARE, M. D. 
Chairman of the Medical Board 





HOME OFFICE: 
108 South La Salle Street 


CHICAGO ILLINOIS | 

















Chicago National Life Insurance Company 


CENTURY BUILDING, STATE AND ADAMS STS. 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 
First 10,000 shares sold, over $100,000 deposited 
with State 


WANTED: First class agency man: must 
be of undoubted experience and ability 











1846 


The Connecticut Mutual 
Life Insurance Company 


Hartford, Connecticut 


Seventy-Fifth Anniversary 
shows 


1921 








An unsurpassed record of liberal and 
upright dealing in service to its policy- 
holders and unswerving devotion to 
the highest principles of life insurance. 
































WANTED 
WE WANT A MANAGER 


in every important center in Indiana where we 
are not represented. Only men of ability and 
probity will be considered. We offer liberal 
commission contracts to agents and salable 
The proposition we 











policies to the public. 


offer is unusual. Correspondence confidential. 


GARY NATIONAL LIFE INSURANCE COMPANY 


Gary, Indiana 
WILBUR WYNANT, President 
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Everything Is Guaranteed 
Nothing Is Estimated 


Agents selling life insurance find it of distinct ad- 
vantage these days to sell policies that carry absolute 
promises backed by the legal guarantee of the cor- 
poration. 


The Indiana National Life 


Insurance Company 
Indianapolis, Ind. 


sells only nonparticipating insurance. It is bed rock life insur- 
ance with no frills or fancy adornments. It is the stuff that 
appeals to the people who waat every possible dollar of protection 
they can buy for every dollar deposited as premium. 


Our 1921 program is a progressive one that contemplates a vigor- 
ous and systematic campaign for business. 


We have the policies and the agency contracts. 
We have the home office equipment and territory. 


We now need the men to carry the Indiana National banner into 
new strongholds backed solidly by the whole organization. 


Last year was a banner year in life insurance. This year will 
be a still better one. 


Address C. D. RENICK, President 


INDIANAPOLIS 


Open Territory for Illinois, Indiana and Michigan, with 
contracts that will interest you. 














The 
Onto Nationat Lire Insurance Co. 


CINCINNATI 
ALBERT BETTINGER, Pres. 
WE desire to negotiate with a high class man for the State of 
Kansas. If you want a State Agency for Kansas and can 
convince us that you are really worth while, we will get behind 


you in a big way. If interested address 
T. W. APPLEBY, 
Secretary. 











AMERICAN NATIONAL 
INSURANCE COMPANY 


W. L. MOODY, JR., President OF GALVESTON, TEXAS 


Life Insurance in Force 


Over $145,000,000 


December 31, 1920 


SPLENDID TERRITORY AND ATTRACTIVE 
CONTRACTS. GOOD OPPORTUNITIES IN 


Alabama Kansas New Mexico 

Arkansas Kentucky North Carolina 

California Louisiana South Carolina 

Florida Mississippi Oklahoma 

Georgia Missouri Tennessee 
Texas and Virginia 


For information regarding them write to 


c. 3. ras Ww. J. a o. 
cy Mgr. ney Mer. 
yan Dept. Industrial Dept. 








lowest expense that would give us any 
information which would be required. 
We have found, first of all, the policy- 
holder files most used. This is a pol- 
icyholder’s list on cards, filed alpha- 
betically under each town in our terri- 
tory; one card for each policyholder. 
These cards are tabbed so change of 
age list can be easily made. Next, and 
probably most important, is our renewal 
file from which we make our monthly 
sheet or check monthly renewals. This 
card simply contains all the information 
of new business written and is filed back 
of the month or year when the renewal 
falls due; one card for each policy and 
one card for each payment. We have 
all of our month’s renewals in one place 
and they can easily be checked or cop- 
ied. The premiums that are not paid 
during the current month are moved up 
to the next month until they are col- 
lected, then put back where they be- 
long. 


Application Record 


The application record is made on 
cards furnished by the company and 
we try to get all the information and 
particularly any irregularities on this 
card. These are filed alphabetically for 
each year with all letters about applica- 
tions. In addition, we make an index 
of these for each current month so that 
we may see at a glance the number of 
applications that are in for that month, 
the amount, the agent, and the date of 
forwarding. We also keep a policy reg- 
ister in a bound book. Then finally, we 
keep a copy of each new work report. 
This can also be kept in a bound book 
and instead of keeping a ledger account 
with each agent, we simply mark on 
this report when and how each policy 
was paid for. 


Bookkeeping Methods 


It is also quite essential to have some 
form of bookkeeping. We have found 
the columnar ledger very practical and 
very little work. Being a double entry 
system, it can easily be checked up and 
books closed each month, using the 
bank account as a guide. Such ledgers 
are kept in stock up to fifteen columns. 
Even in a one-man business it is a bet- 
ter method to keep your business books 
separate from your personal account. 

While the matter of premium collec- 
tions is considered by many a detri- 
ment to the efficiency of a district 
agency, if you are handling collections 
they should be handled by a separate 
bank account and a separate remittance 
made at regular periods. 


Sales End of the Business 


Turning to the sales end of the busi- 
ness and the office details incident to 
handling it, the matter of first consid- 
eration in the proper education of both 
new and old agents is an adequate li- 
brary. You should have on hand con- 
stantly a complete supply of company 
literature, only such as you have read 
over carefully and know when to use. 
They should be filed in tills in some 
manner that will make them easy to 
locate. This can be done by keeping an 
index for just such documents you keep 
in stock. You should not only take one 
or two good insurance magazines in 
the office, but should encourage the 
agents to take at least one magazine to 
their homes. 


Selling Supply Records 


The further division of our subject 
has to do with the office records neces- 
sary to the management and execution 
of sales, including agents’ records, 
prospect lists, and other files for refer- 
ence in selling. Our policyholders’ list 
mentioned above can be used to make 
changed age lists since each card has 
a change of age tab. And after all, our 
list of policyholders has proven to be 
our best list of prospects. Another file 
can be kept showing the policyholders 
in different firms and businesses in city 
territory, also lists giving all policy- 
holders by occupations. These prove 
valuable when you want to show a 
prospect the policyholders in his own 
business. Then a list of policyholders 





to be used in the field is a valuable as- 





set. Asa district agent, I carry a loose- 
leaf book showing a list of all the pol- 
icyholders throughout the territory, in- 
cluding name, number, amount, plan, 
date of policy, date of birth, and exam- 
iner. This proves very handy in the 
field. Then we furnish our local agent 
a list of policyholders in his own com- 
munity. 
Volume of Business 


Some record should be kept showing 
the volume of business, both written 
and reported, for each agent and for 
the whole agency. Lists of these rec- 
ords by months and years will prove 
very valuable to the district agent and 
such record should be kept before him 
at all times in order that he may use 
them in stimulating the agents to 
greater production. 

We have made a practice of filing any 
material we find that will be helpful in 
meeting competition. This simply saves 
looking up these matters each time. We 
find this file is one of our least used, 
since we try to discourage competitive 
business. 

Another time-saver is our illustration 
files where we have filed by ages, cop- 
ies of any illustrations or figures we 
have made. This saves refiguring for 
a similar case in the future. 


Sales Stimulators 


There are just two or three other 
items under the selling organization 
that can be considered as sales stimu- 
lators; for instance, getting the agents 
together as frequently as possible for 
regular weekly meetings when practical 
and for agency dinners at least five or 
six times during the year. The more 
frequently the men can be gotten to- 
gether to discuss problems of soliciting 
and to exchange ideas, the more active 
and interesting they will be. Agents’ 
bulletins and letters sent out periodic- 
ally giving new ideas and new enthu- 
siam together with the frequent stand- 
ing of the different agents help to spur 
them on to greater efforts. We find 
that agents like to see their names on 
the card and we frequently show even 
the $1,000 cases. 

Contests within our own agency and 
between other agencies, as well as 
recognition given for a certain volume 
in a given time, all help to stimulate 
sales. 

Advertising Plans 


The matter of advertising undoubt- 
edly comes under this head, too. We 
feel sure that frequent ads in a small 
space, using only a little copy are not 
only most economical but most effect- 
ive. Among the great variety of adver- 
tising that can be used, we have found 
that a blotter service is worth all it 
costs. We have a mailing list of one 
hundred business firms to whom we 
mail blotters monthly. 

A direct form of advertising that has 
been used in several communities is that 
of holding policyholders’ dinners or pic- 
nics, which can be done only in small 
communities. And finally the greatest 
advertising medium is “service to pol- 
icyholders” and the one service that 
should have a great deal of attention 
just at this time is that of keeping old 
business on the books. We have been 
sending out form letters to delinquent 
policyholders and making personal and 
telephone calls. You will be surprised 
at the amount of business that is kept 
on the books by this method, that would 
otherwise lapse. As a last resort, we 
recommend a premium or even a policy 
loan, or a quarterly premium, to keep 
the business on the books. Just one 
other service to policyholders that 
brings results is the use of the policy 
record which can be used to get your 
prospect’s line of insurance before him 
in such a way that he may add to it 

It is of paramount importance that a 
regular daily program be carried out. 
having a definite time for looking after 
the mail and corréspondence, a certain 
period for soliciting and a regular time 
for reading and study. This latter is a 
matter that is often underestimated and 
too much importance cannot be placed 
upon giving a vision to the work. 
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MODERN BUSINESS GETTING METHODS 








A. C. Larson Gives Views on Best 


Insurance Program to Take Care of 
Suggested Credit and Bequest Cases 


C. LARSON of Madison, 
A state manager of the ( 
® Life of lowa, presided over 
symposium of contributions which wert 
the neral subject of “Credit 
nd Bequest Insurance” at the National 
Association of Life Underwriters’ con- 
vention last week A set of hypothetical 
ted and views 
Mr. Larson himselt 


g& views 


entral 


the 


made to 


pea; 


cases wer 
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, , 
isked on these 


the 


Was presel 


rave tollown 


Ouestion—A man has $10,000 of 
ls and of life 
h he ts premiums 


and 


yonds S10,.000 msurance 


whic paying 


considerable income desires te 


to 
mst 


$10,000 Should he ke 
the lite 


vl} 


An 


a | ospital 


irance or the bonds, 


swe! I would I 





. ‘ 
because giving the yonds takes 
1 : 


that much out of the corpus ot 11S 
that 


$10,000 11 


Premiums cha business ex- 


1 rged off as 
nse up to 15 percent of his income. 
e 8 
Question—Mr. Frank, a very wealthy 
manufacturer, is interested in a number 
1 institutions, including the colleg 


om which he graduated, several hos 
pitals and a number of charitable insti 
tutions He has donated heavily to the 


support of these institutions and desires 


that they shall all share in his estate at 
his death. 

1 What service can life insurance 
render him? 

2. What effect will an insurance 
program have 

(a) On his income tax? 

(b) On his inheritance taxes? 

Answer—Inasmuch as Mr. Frank has 


the institutions it 
reasonable that he 
would make during his life further be- 
He can carry life  imsurance 
the institutions bereficiaries 
He can make his donation without any 
drain upon his estate in his lifetime 
This insurance carried for a charitable 
purpose would decrease his income tax 
The premium which he is paying is for 
a charitable purpose and could be ap- 
plied as an exemption under his income 
tax. This insurance going to a 
charitable institution would not be sub- 
ject to an inheritance tax. 


donated heavily to 
would hardly be 


quests 
making 


ak * * 


Question—Mr. Billington—a young 


man of 29—just started a small manu- 
facturing business, employing a _ tew 
hands. He is largely the motive power 


of the entire business—doing the manu- 
facturing and most of the selling of a 
small specialty. The in- 
creasing and is profitable, but requires 
a larger capital than Mr. Billington has, 
and therefore, considering his means, is 
a heavy borrower at the bank, discount- 


business is 


ing the notes of small merchants scat- 
tered over a_ wide territory—about 
whom the bank knows comparatively 
little. These notes are frequently re- 


newed on rather small payments, and in 
case of Mr. Billington’s death the bur- 
den of renewing and collecting these 
notes would largely fall upon the bank 
What insurance program would help? 
Answer — An insurance program 
would help by insuring members of the 
concern. The bank could be protected 
and larger capital could be secured with- 
out any heavy drain upon the individ- 


uals composing the corporation, and 
the bank would also be protected in 
the event of the death of Billington 


Wis., | through the 


policies of insurance which 
used as collate 1: SCCcl 
Premiums charged off as a 


expense 


could be 


the bank 
} it 


musINess 











* > * 
Question—Class of 1921 of Princeto 
University wishes to provide for cla 
ind tor their twentieth reunion, Cat 
surance help, and how 
nswer—Insurance taken out u ! 
the members of the class sucl is 20- 
vear endowment policies would in the 
event ¢ the de hn ota I mber ro 
vide funds for the clas reunio! 
x * * 
Question—Mr. Davis—38 years of age 
is quite well to do and the support o 
is mother, aged 75 two sters iged 
46 and 48, and the orphan « l of 
deceased bre r largely falls u 
whicl provokes jealous oO nis wiles 
! who tee that this burde i 
dt restricting his own wife's | 
port l case oO is death I ne 
tee under the necessity of g | 
Visio! lor these tions ne very 
strong icars that will contest wo l 
follow if any provision were made for 
ther or it least provol t r ll- 
feelt gz betwee tie lan es | n 
such be ests would | S ject to col- 
lateral inheritance taxe in Pennsy!l 
Vania which he lives, ot 10 percent 
in addition to other federal inherita: 
taxes Provision for these bequests 
would require possible sacrifice and 
affect the soundness of his business and 
any loss would fall upon his wife and 


further complicate strained relations 
\What program is suggested? 
Answer—The domestic troubles in 
this problem can be all ironed out by 
Mr. Davis taking insurance on his life 
by making the relations in question 
beneficiaries This could not be sub- 
ject to a will contest and would avoid 
the collateral inheritance tax of the 
state of Pennsylvania, in addition to 


the federal inheritance tax. And a pro- 
vision for the relatives through life in- 
would not affect the sound- 
his business because a small 
annual income would carry the loan 

* * * 


Durbin- Mellon 


surance 


ness 


or 


Question—The Hosiery 


Company has been in business for 35 
years. R. J. Durbin, aged 48, is presi- 
dent and N. W. Mellon, aged 48, is 
vice-president. They contemplate some 


| additions to their mill involving about 
$50,000. The bank is willing to extend 
the individual officers credit, but is 
somewhat concerned about their living 
to complete the contract How can you 
serve them? 

Answer—The insurance company, as 
has been done in this city, can make 


a loan upon the real estate as a first lien 
secured by a mortgage with life insur- 
ance policies taken upon the individual 
members of the company and these poll- 
cies placed with the insurance company 
as collateral security to protect the real 
estate loan, the policies providing that 
upon the death of the insured or at the 
end of the term of the policy the money 
derived therefrom shall be applied in 
liquidation of the loan 
= 2 

Question—The Dauphin Hotel is un- 

der the process of construction. It has 


been found necessary to exceed the esti- | 


mated cost of construction by $200,000 
The owners have practically exhausted 


| their credit in the original construction, 


but the local bank may be willing to 
loan them the additional amount in con- 
sideration of the ability of James Thorne 
(aged 45), the proposed manager. The 
success of the hotel is practically de- 














Time is our great asset Dime 

s the thing that we deal in most. 

Dime Ss our ca t d stock 
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Ouestior The S D 
ment Store n¢ S imately $30,000 
mor credit to i me ddit 
to the store it next s [ 
chase The flicia , P | 
tate to enlarge tl t r ent credit i 
though the have considerable con! 
dence in the ability « Mr. Sin iged 
18, and Mr. Baun ged 46, to manag 
the business successtul if the live 
How can you serve them 

Answer—Insure Mr. Simm and Mr 
Baum in some good reputable life insur- 
ance company Use the policies as col- 
lateral security to the bank and take a 
lien upon the store with the polici 
securing the loan as collateral. 

* 7 

Question—Mr. Wilson is deeply 

terested in the local hospital, of which 


he is president and to which he had con- 


tributed in many ways His daughter 
received a great attention while at the 
hospital, where she died under an opera- 


tion Mr. Wilson wishes to leave $10, 


000 to the hospital in memory of his 
daughter, but is not a very wealthy 
man and his two other children would 
hardly be able to spare such a legacy 
left in case at his death He has con 
siderable income, but his standard of 
living and his contributions consume 
most of it He has $10,060 in bonds 
What is the best way to make this be 
quest to the hospital, and what is the 
advantage of any other method sug- 
gested over leaving bonds? 


Answer—The income from the bonds 
could be used to pay the premium upon 
the life insurance policy in which the 
hospital is beneficiary 

* * . 
Question—Mr. Jackson, 55 years of 


age, a prominent millionaire, president 
of a local steel company, has an estate 
consisting largely of real estate He 
desires, at his death, to endow an ath- 


letic field, hospital and gymnasium for 


his company He desires to do this, 
however, without detracting from his 
estate He estimates the cost of this 
endowment at $300,000 How can in- 
surance serve him? 

Answer—He can have insured the 
lives of the younger members of his 


company making his company the bene- 
ficiary for the specified purpose named 
of this can be paid 
properly by vote of the stockholders of 


Costs insurance 


the company We suggest also that 
Mr. Jackson’s life might be insured 
with the same provision otherwise as 
hereinbefore stated. 





Individual Is Like a 


Railroad; Necessary to 
Capitalize the Future 


I] M. | ERLEIN, special agent of 
¢ the Northwestern Mutual Life in 
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Valuable Table 
For the Agent 


HE following table illustrates at dif- 

ferent periods the number of annual 
payment necessary to accumulate 
$1,000 by depositing the annual pri 
miums required for $1,000 of life insur- 











ance at 4 percent compound interest, and 
the deaths and disability per 1,000 dur 
ing that period 
goa = 
2.5 r 4 
af a°% g = . 
4 ra 7 om =o 
a ~ Z eS Q 
0 $14.41 3 279 ‘ 
25 16.19 l 4.3.) 8 
0 18.47 29 305 $ 
35 21.62 P 11 9 
40 26.07 ne | i7 
The next time a prospect comes lo- 
quacious about the high cost of life 
insurance or the advantage of saving 
over insurance, face him with this.- 


Travelers Protection 





The young wife who discourages her 
husband from taking out a life i urance 
policy because she wants to pend the 
money buying a fine parlor set, i not 
doing the family a good turn, if she niy 
knew it 

To the energetic salesman there is 
no month so good for writing life in- 
surance as the one which he is now 
checking off on his calendar 
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Improved Disability Provision 


Claim may be made as soon as disability occurs—no probationary 
period. 

Payments begin immediately on approval of claim—no proba- 
tionary period. 

Monthly payments, lifelong, conditioned on permanence of dis- 
ability. 

Immediate waiver of future premiums—no waiting until next 
anniversary. 

Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 

This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer to the needs 
of the insuring public. 


For terms to producing Agents address 


| The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 
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$50.00 A WEEK FOR LIFE 


while totally disabled from either injury or ifineas. $6,000.00 
fordeath by ordinary accident,$12,000.00 forTravel accident 


AND IT ONLY COSTS $56.00 PER YEAR 
Our top salesman made $12.000.00 last year. Does it in- 
terest you? If so write 


BUSINESS MEN’S ASSURANCE COMPANY 
W. T. GRANT, Vice-President. KANSAS CITY, MISSOURI 

















Are You Permanently Established? 


White for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 








Fer Cemtracts and Territery, Address 
H. M. HARGROVE - President 
Beaumont, Texas 











HE MIDLAND MUTUAL LIFE INSURANCE 
Company of Columbus, Ohio, an established, con- 
servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 
General Agencies will be established at places were 
territories can be arranged. 
Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 
Address Home Office. 








Rates per $1000.00, age thirty, includes Double Indemnity for accidental death from any cause 
and a premium waiver with $10.00 monthly income disability. 


Ordinary Life...... ore Endowment Age 50....... $44.82 
20 Payment Life......... 31.12 Endowment Age 55....... 33.15 
20 Year Endowment...... 44.82 Endowment Age 60....... 29.52 
Coupon Bond..........+- 35.71 Endowment Age 65....... 25.78 
Endowment Age 85....... 22.37 Endowment Age 70....... 20.42 


District Manager wanted for Cincinnati and surrounding territory. 
THE GEM CITY LIFE INS. CO., Dayton, Ohio 
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True Salesmanship Is Not 
Conquest, but Cooperation 





—— — 


HE importance of choosing 

right time to close your prospect 

cannot be overestimated. There 
is a right time and a wrong time for 
everything and you must train yourself 
to know when the right time comes in 
the interview. A good point or a force- 
ful suggestion presented at the psycho- 
logical moment will start the ball rolling 
your way. Read what the Prudential 
Weekly Record says about it: 

“A successful life insurance solicitor 
once said this to us: ‘More salesmen 
fail because they talk too much than 
because they talk too little. They often 
have their “prospect” sold, if they only 
know it, and then they go ahead and 
talk to him until he decides not to 


Salesmen often ask how they are to 
know the psychological moment when 
it comes. There is no hard-and-fast 
rule, but the best “closers” we know 
are those who work most on the pros- 
pect’s side of the fence—who keep in 
closest touch and sympathy with the 
prospect—who make the most thorough 
study of human nature—who have the 
benefit of the prospect more vividly be- 
fore their eyes than their own profit. 
Such salesmen are so harmoniously in 
tune with their prospects that they read 
quickly and accurately every shade of 
expression in the face, every little in- 
flection of the voice, every unconscious 
movement of the hands or shoulders. 
They even seem to know intuitively 
what thoughts and feelings are-in their 
prospects’ minds and hearts. A smile, 
a nod, a restless movement of the hands 
or a change of position, a fleeting ex- 
pression in the eyes, a faltering hesi- 
tation in the voice, even when the words 
are negative, may be a signal that the 
psychological moment has come. 

At this time a direct, positive sug- 
gestion will oftentimes bring a favor- 
able decision when the sale is hanging 
in the balance. The successful sales- 
man works from the prospect’s side of 
the fence. The keynote of successful 
salesmanship is cooperation with the 
prospect. Finally—and again—remem- 
ber that true salesmanship is not con- 
quest, but cooperation.—Pan-American 
News Letter. 


LOCAL ASSOCIATION NEWS 
(CONTINUED FROM PAGE 15) 


member executive committee, George 
Snyder. 
e © 6 

Minneapolis.—Life underwriters of the 
Twin City association met 300 strong in 
the banquet hall of the Minneapolis 
Y M. C. A. Tuesday. President Orin L. 
Edwards of the Minneapolis association 
presided. The event of the first meeting 
this fall was an hour's address by Grif- 
fin M. Lovelace, director of the school of 


life insurance salesmanship at Carnegie 
Institute Mr. Lovelace spoke on “The 
House of Protection,” the address being 


monthly income insurance 
as the only form of modern life insur- 
ence through which the beneficiaries of 
the assured are guaranteed against loss. 


a eulogy of 


Volunteer State Convention Plans 


Minor Morton, vice-president and 
agency manager of the Volunteer State 
Life, announces that that company will 
hold its next agency club meeting in 
Colorado, in August, 1922. The com- 
pany’s qualification year has been 
changed from the calendar year, so 
that hereafter it will run from June to 


the | 


| 
| 
| 





June. Inasmuch as this change will 
give the agents 18 months in which to 
qualify for attendance in 1922, a mini- 
mum of $225,000 paid for business will 
be required. 





Form “App-a-Week” Club 


_ Joseph H. Gray, general agent at San 
Francisco for the New England Mu- 
tual Life, announces that five of his 
men, who graduated from the recent 
school held in San Francisco by the 
faculty of Carnegie Tech., have chal- 
lenged the balance of the agents in 
Northern California during the coming 
months. They have formed a club 
among themselves with the name 
“Gray’s App-a-week Club” and propose 
to do the biggest volume of business 
of their career. The five are C. C. 
Morrell, B. F. Cowell, Cyril Kenyon 
Oliver W. Fletter and R. W. Pell. ’ 





Shoe Man Heavily Insured 


The sudden death of Harry L. John- 
son of Johnson City, N. Y., general 
manager of Endicott-Johnson Corpora- 
tion, shoe manufacturers, in the fishing 
country of New Brunswick last week, 
disclosed the fact that Mr. Johnson was 
carrying $700,000 of life insurance, of 
which no less than $500,000 was taken 
out only last February. Mr. Johnson 
was but 47 years of age and considered 
an unusually good risk. He carried 
$100,000 each in the New England Mu- 
tual, State Mutual Life, John Hancock, 
Massachusetts Mutual, Mutual Benefit, 
Phoenix and Penn Mutual. 





Penn Mutual Men Entertained 


CLEVELAND, Sept. 13.—On Tuesday 
evening of last week the representatives 
of Penn Mutual Life attending the con- 
vention of the National Association of 
Life Underwriters were entertained at 
a dinner at the University Club by Mur- 
ray & Walker, general agents in Cleve- 
iand. Forty representatives of the com- 
pany attended the dinner and a splendid 
program was carried out. 

John R. McFee of Chicago delivered 
an address on the relation of life insur- 
ance to taxes, a topic which is of great 
interest to all present. 


An instructive talk on the _ subject, 
“The Modern Insurance Policy in Rela- 
tion to Taxes,” was given by Marx 
Thomsen, the company’s attorney in 


Cleveland, 

Dr. Chaimers, general agent at Balti- 
more; Mr. Wells of Minneapolis, Mr 
Eckenrode of Harrisburg, Mr. Morris of 
Terre Haute, Mr. Eckenrode of Brooklyn 
and others contributed to the program. 


Life Notes 

President John M. Stahl of the Farm- 
ers National Life of Chicago leaves next 
week on a six weeks’ motor trip in the 
east. 

Cc. L. Christie, who has been assistant 
superintendent of the Western & South- 
ern Life at Indianapolis has been ap- 
pointed superintendent at Anderson, Ind 

Joseph H. Gray, general agent at San 
Francisco for the New England Mutual 
Life, has left for the company’s home 
office to attend an annual conference of 
general agents, 

The annual agency meeting of the In- 
dianapolis branch of the Aetna Life (life 
department) will be held in Indianapolis 


Oct. 14 Keene & Simpson are managers 
for Indiana. 
Dr. J. B. Steele, medical director of the 


Volunteer State Life, was one of a party 
making an automobile trip from Chat- 
tanooga to Cincinnati, for the purpose 
of logging the highway for tourists. 


Nathan P. Hull, president of the 
Grange Life of Lansing, Mich., left Sat- 
urday on an automobile trip to Pitts- 


burgh, Pa., and other points, where he 
will spend some time on business for his 
company. 


It is not the number of prospects 
which counts, but the time and common 
sense which is used by the agent in turn- 
ing them into policyholders 








‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please: address the company for further information. 


The Capitol Life Insurance Co. of Colorado 
Thomas F. Daly, President 


Denver, Colorado 
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: As you will by that time have learned a qu fa 
century of uninterrupted service is a decent warrant of 
STABIL for any business concern.” 
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Home Brewed Ideals 


From all available ingredients that passed 
high in careful analysis, the Central Life 
has brewed itself a set of ideals that are 
not only standing up under the pressure 
of practical, workaday demands, but are 
surely and broadly furthering practical, 
hard cash results. 


For its relationship with agents it holds 
to a policy of friendly intimacy, com- 
prehensive, constructive cooperation 
and prompt reward of merit. 


Toward policyholders it maintains an 
attitude of stewardship over one of their 
most valuable possessions. Every ef- 
fort is made to make them feel that 


their investment is in capable, friendly 


hands. 


In general practice it adheres strongly 
to the best ethics of life insurance, oper- 
ating on the principal that life insurance 
is too valuable and vital to be subjected 
to questionable methods or even super- 
ficial sales effort. All its energy is spent 
in providing straightforward uncor- 
ruptible protection—and selling it on a 
straightforward basis that keeps it sold. 


There you have the reasons why the 
Central Life is known as the company 
with neither a scandal behind it nor a 
cloud ahead of it. 


OTTAWA, ILLINOIS 
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Everything Is Guaranteed 
Nothing Is Estimated 


Agents selling life insurance find it of distinct ad- 
vantage these days to sell policies that carry absolute 
promises backed by the legal guarantee of the cor- 
poration. 


The Indiana National Life 


Insurance Company 
Indianapolis, Ind. 


sells only nonparticipating insurance. It is bed rock life insur- 
ance with no frills or fancy adornments. It is the stuff that 
appeals to the people who want every possible dollar of protection 
they can buy for every dollar deposited as premium. 


Our 1921 program is a progressive one that contemplates a vigor- 
ous and systematic campaign for business. 


We have the policies and the agency contracts. 
We have the home office equipment and territory. 


We now need the men to carry the Indiana National banner into 
new strongholds backed solidly by the whole organization. 


Last year was a banner year in life insurance. This year will 
be a still better one. 


Address C. D. RENICK, President 


INDIANAPOLIS 


Open Territory for Illinois, Indiana and Michigan, with 
contracts that will interest you. 














The 
Onto Nationat Lire Insurance Co. 


CINCINNATI 
ALBERT BETTINGER, Pres. 
WE desire to negotiate with a high class man for the State of 
Kansas. If you want a State Agency for Kansas and can 
convince us that you are really worth while, we will get behind 


you in a big way. If interested address 
T. W. APPLEBY, 


etary. 











AMERICAN NATIONAL 
INSURANCE COMPANY 


W. L. MOODY, JR., President OF GALVESTON, TEXAS 


Life Insurance in Force 


Over $145,000,000 
December 31, 1920 


SPLENDID TERRITORY AND ATTRACTIVE 
CONTRACTS. GOOD OPPORTUNITIES IN 


Alabama Kansas New Mexico 

Arkansas Kentucky North Carolina 

California Louisiana South Carolina 

Florida Mississippi Oklahoma 
Missouri Tennessee 
Texas and Virginia 


Cc. Ss. ae 
gency '° 











lowest expense that would give us any 
information which would be required. 
We have found, first of all, the policy- 
holder files most used. This is a pol- 
icyholder’s list on cards, filed alpha- 
betically under each town in our terri- 
tory; one card for each policyholder. 
These cards are tabbed so change of 
age list can be easily made. Next, and 
probably most important, is our renewal 
file from which we make our monthly 
sheet or check monthly renewals. This 
card simply contains all the information 
of new business written and is filed back 
of the month or year when the renewal 
falls due; one card for each policy and 
one card for each payment. We have 
all of our month’s renewals in one place 
and they can easily be checked or cop- 
ied. The premiums that are not paid 
during the current month are moved up 
to the next month until they are col- 
lected, then put back where they be- 
long. 
Application Record 


The application record is made on 
cards furnished by the company and 
we try to get all the information and 
particularly any irregularities on this 
card. These are filed alphabetically for 
each year with all letters about applica- 
tions. In addition, we make an index 
of these for each current month so that 
we may see at a glance the number of 
applications that are in for that month, 
the amount, the agent, and the date of 
forwarding. We also keep a policy reg- 
ister in a bound book. Then finally, we 
keep a copy of each new work report. 
This can also be kept in a bound book 
and instead of keeping a ledger account 
with each agent, we simply mark on 
this report when and how each policy 
was paid for. 

Bookkeeping Methods 


It is also quite essential to have some 
form of bookkeeping. We have found 
the columnar ledger very practical and 
very little work. Being a double entry 
system, it can easily be checked up and 
books closed each month, using the 
bank account as a guide. Such ledgers 
are kept in stock up to fifteen columns. 
Even in a one-man business it is a bet- 
ter method to keep your business books 
separate from your personal account. 

While the matter of premium collec- 
tions is considered by many a detri- 
ment to the efficiency of a district 
agency, if you are handling collections 
they should be handled by a separate 
bank account and a separate remittance 
made at regular periods. 


Sales End of the Business 


Turning to the sales end of the busi- 
ness and the office details incident to 
handling it, the matter of first consid- 
eration in the proper education of both 
new and old agents is an adequate li- 
brary. You should have on hand con- 
stantly a complete supply of company 
literature, only such as you have read 
over carefully and know when to use. 
They should be filed in tills in some 
manner that will make them easy to 
locate. This can be done by keeping an 
index for just such documents you keep 
in stock. You should not only take one 
or two good insurance magazines in 
the office, but should encourage the 
agents to take at least one magazine to 
their homes. 


Selling Supply Records 


The further division of our subject 
has to do with the office records neces- 
sary to the management and execution 
of sales, including agents’ records, 
prospect lists, and other files for refer- 
ence in selling. Our policyholders’ list 
mentioned above can be used to make 
changed age lists since each card has 
a change of age tab. And after all, our 
list of policyholders has proven to be 
our best list of prospects. Another file 
can be kept showing the policyholders 
in different firms and businesses in city 
territory, also lists giving all policy- 
holders by occupations. These prove 
valuable when you want to show a 
prospect the policyholders in his own 
business. Then a list of policyholders 
to be used in the field is a valuable as- 





set. As a district agent, I carry a loose- 
leaf book showing a list of all the pol- 
icyholders throughout the territory, in- 
cluding name, number, amount, plan, 
date of policy, date of birth, and exam- 
iner. This proves very handy in the 
field. Then we furnish our local agent 
a list of policyholders in his own com- 
munity. 
Volume of Business 


Some record should be kept showing 
the volume of business, both written 
and reported, for each agent and for 
the whole agency. Lists of these rec- 
ords by months and years will prove 
very valuable to the district agent and 
such record should be kept before him 
at all times in order that he may use 
them in stimulating the agents to 
greater production. 

We have made a practice of filing any 
material we find that will be helpful in 
meeting competition. This simply saves 
looking up these matters each time. We 
find this file is one of our least used, 
since we try to discourage competitive 
business. 

Another time-saver is our illustration 
files where we have filed by ages, cop- 
ies of any illustrations or figures we 
have made. This saves refiguring for 
a similar case in the future. 


Sales Stimulators 


There are just two or three other 
items under the selling organization 
that can be considered as sales stimu- 
lators; for instance, getting the agents 
together as frequently as possible for 
regular weekly meetings when practical 
and for agency dinners at least five or 
six times during the year. The more 
frequently the men can be gotten to- 
gether to discuss problems of soliciting 
and to exchange ideas, the more active 
and interesting they will be. Agents’ 
bulletins and letters sent out periodic- 
ally giving new ideas and new enthv- 
siam together with the frequent stand- 
ing of the different agents help to spur 
them on to greater efforts. We find 
that agents like to see their names on 
the card and we frequently show even 
the $1,000 cases. 

Contests within our own agency and 
between other agencies, as well as 
recognition given for a certain volume 
in a given time, all help to stimulate 


sales. 
Advertising Plans 


The matter of advertising undoubt- 
edly comes under this head, too. We 
feel sure that frequent ads in a small 
space, using only a little copy are not 
only most economical but most effect- 
ive. Among the great variety of adver- 
tising that can be used, we have found 
that a blotter service is worth all it 
costs. We have a mailing list of one 
hundred business firms to whom we 
mail blotters monthly. 

A direct form of advertising that has 
been used in several communities is that 
of holding policyholders’ dinners or pic- 
nics, which can be done only in small 
communities. And finally the greatest 
advertising medium is “service to pol- 
icyholders” and the one service that 
should have a great deal of attention 
just at this time is that of keeping old 
business on the books. We have beet 
sending out form letters to delinquent 
policyholders and making personal ané 
telephone calls. You will be surprised 
at the amount of business that is kept 
on the books by this method, that would 
otherwise lapse. As a last resort, we 
recommend a premium or even a policy 
loan, or a quarterly premium, to keep 
the business on the books. Just on* 
other service to policyholders that 
brings results is the use of the polic) 
record which can be used to get your 
prospect’s line of insurance before him 
in such a way that he may add to tt 

It is of paramount importance that 4 
regular daily program be carried out 
having a definite time for looking after 
the mail and correspondence, a certaif 
period for soliciting and a regular time 
for reading and study. This latter 1s @ 
matter that is often underestimated a® 
too much importance cannot be placed 
upon giving a vision to the work. 
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A. C. Larson Gives Views on Best 


Insurance Program to Take Care of 
Suggested Credit and Bequest Cases 


C. LARSON of Madison, Wis., | through the policies of insurance which 


A state manager of the 

® Life of Iowa, presided over the 
symposium of contributions which were 
made to the general subject of “Credit 
and Bequest Insurance” at the National 
Association of Life Underwriters’ con- 
vention last week. A set of hypothetical 
cases was presented and views were 
asked on these. Mr. Larson himself 
gave the following views on these ques- 
tions: 

Question—A man has $10,000 of good 
bonds and $10,000 of life insurance on 
which he is paying premiums. He has 
considerable income and desires to leave 
$10,000 to a hospital. Should he leave 
the life insurance or the bonds, and 
why? 

Answer—I would leave the life insur- 
ance, because giving the bonds takes 
that much out of the corpus of his 
estate. Bonds fluctuate in value and he 
would have no guarantee that the hos- 
pital would receive $10,000 if the bonds 
were the donation and he can carry the be- 
quest with small payments each year. 
Premiums charged off as a business ex- 
pense up to 15 percent of his income. 

i a | 

Question—Mr. Frank, a very wealthy 
manufacturer, is interested in a number 
of institutions, including the college 
from which he graduated, several hos- 
pitals and a number of charitable insti- 
tutions. He has donated heavily to the 
support of these institutions and desires 
that they shall all share in his estate at 
his death, 


1. What service can life insurance 
render him? 

2. What effect will an insurance 
program have 


(a) On his income tax? 

(b) On his inheritance taxes? 

Answer—Inasmuch as Mr. Frank has 
donated heavily to the institutions it 
would hardly be reasonable that he 
would make during his life further be- 
quests. He can carry life insurance 
making the institutions beneficiaries. 
He can make his donation without any 
drain upon his estate in his lifetime. 
This insurance carried for a charitable 
purpose would decrease his income tax. 
The premium which he is paying is for 
a charitable purpose and could be ap- 
plied as an exemption under his income 
tax. This insurance going to a 
charitable institution would not be sub- 
ject to an inheritance tax. 

* * * 

Question—Mr. Billington—a young 
man of 29—just started a small manu- 
lacturing business, employing a few 
hands. He is largely the motive power 
ot the entire business—doing the manu- 
lacturing and most of the selling of a 
small specialty. The business is in- 
creasing and is profitable, but requires 
a larger capital than Mr. Billington has, 
and therefore, considering his means, is 
a heavy borrower at the bank, discount- 
ing the notes of small merchants scat- 
tered over a wide territory—about 
whom the bank knows comparatively 
little. These notes are frequently re- 
newed on rather small payments, and in 
case of Mr. Billington’s death the bur- 
den of renewing and collecting these 
hotes would largely fall upon the bank. 
Vhat insurance program would help? 

Answer—An insurance program 
would help by insuring members of the 
concern. The bank could be protected 
and larger capital could be secured with- 
Out any heavy drain upon the individ- 
als composing the corporation, and 
the bank would also be protected in 
the event of the death of Billington 


Central | 





could be used as collateral security by 
the bank. Premiums charged off as a 
business expense. 
ses 
Question—Class of 1921 of Princeton 
University wishes to provide for class 


fund for their twentieth reunion. Can 

insurance help, and how? 
Answer—lInsurance taken out upon 

the members of the class such as 20- 


year endowment policies would in the 
event of the death of any member pro- 
vide funds for the class reunion. 
ees 
Question—Mr. Davis—38 years of age 
—is quite well to do and the support of 
his mother, aged 75; two sisters, aged 


| 


| 





46 and 48, and the orphan child of a | 


deceased brother largely falls upon him, 
which provokes jealousy of his wife’s 
family, who feel that this burden 
unduly restricting his own wife’s sup- 
port. In case of his death, while he 
feels under the necessity of making pro- 
vision for these relations, he very 
strongly fears that a will contest would 
follow if any provision were made for 
them, or at least provoke further ill- 
feeling between the families. Further, 
such bequests would be subject to col- 
lateral inheritance taxes in Pennsyl- 
vania, in which he lives, of 10 percent— 
in addition to other federal inheritance 
taxes. Provision for these bequests 
would require possible sacrifice and 
affect the soundness of his business and 
any loss would fall upon his wife and 


1s 


further complicate strained relations. 
What program is suggested? 
Answer—The domestic troubles in 


this problem can be all ironed out by 
Mr. Davis taking insurance on his life 
by making the relations in question 
beneficiaries. This could not be sub- 
ject to a will contest and would avoid 
the collateral inheritance tax of the 
state of Pennsylvania, in addition to 
the federal inheritance tax. And a pro- 
vision for the relatives through life in- 
surance would not affect the sound- 
ness of his business because a small 
annual income would carry the loan. 
ss © 

Question—The Durbin-Mellon Hosiery 
Company has been in business for 35 
years. R. J. Durbin, aged 48, is presi- 
dent and N. W. Mellon, aged 48, is 
vice-president. They contemplate some 
additions to their mill involving about 
$50,000. The bank is willing to extend 
the individual officers credit, but is 
somewhat concerned about their living 
to complete the contract. How can you 
serve them? 

Answer—The insurance company, as 
has been done in this city, can make 
a loan upon the real estate as a first lien 
secured by a mortgage with life insur- 
ance policies taken upon the individual 
members of the company and these poli- 
cies placed with the insurance company 
as collateral security to protect the real 
estate loan, the policies providing that 
upon the death of the insured or at the 
end of the term of the policy the money 
derived therefrom shall be applied in 
liquidation of the loan. 

“_ 

Question—The Dauphin Hotel is un- 
der the process of construction. It has 
been found necessary to exceed the esti- 
mated cost of construction by $200,000. 
The owners have practically exhausted 
their credit in the original construction, 
but the local bank may be willing to 
loan them the additional amhount in con- 
sideration of the ability of James Thorne 
(aged 45), the proposed manager. The 
success of the hotel is practically de- 


| pendent upon this man. 








Time is our great asset. Time 
is the thing that we deal in most. 
Time is our capital and stock in 
trade. Do you ever stop to 
realize that the time we spend 
actually getting a case is nothing 
to that which we waste in talking 
about it and getting ready for it. 
If we would only use the time ab- 
solutely necessary to put our 
proposition up to people, and use 
the rest of the time doing some- 
thing else—we would double our 
achievements.—W. Graham, 
Equitable Life of New York. 











How can you 
help them secure this extra credit? 

Answer—The same method of pro- 
cedure could be followed in the solution 
of this problem, except that the policies 
of insurance could be pledged to the 
local bank collateral security. The 
bank in addition taking a lien upon the 
premises with the policies of insurance 
pledged collateral security. The 
bank could be made the beneficiary or 
the insured could sign the policies as 
collateral security. 


as 


as 


* * * 


Question—The Simm-Baum Depart- 


more credit to finance some additions 


to the store and their next season’s pur- | surance, just as the railroads capitalized 


chases. The officials of their bank hesi- 
tate to enlarge their present credit, al- 
though they have considerable confi- 
dence in the ability of Mr. Simm, aged 
48, and Mr. Baum, aged 46, to manage 


the business successfully if they live. 
How can you serve them? 
Answer—Insure Mr. Simm and Mr. 


Baum in some good reputable life insur- 
ance company. Use the policies as col- 
lateral security to the bank and take a 


lien upon the store with the policies 
securing the loan as collateral. 
* . * 


Question—Mr. Wilson is deeply in- 
terested in the local hospital, of which 
he is president and to which he had con- 
tributed in many ways. His daughter 
received a great attention while at the 
hospital, where she died under an opera- 
tion. Mr. Wilson wishes to leave $10,- 
000 to the hospital in memory of his 
daughter, but is not a very wealthy 
man and his two other children would 
hardly be able to spare such a legacy 
left in case at his death. He has con- 


siderable income, but his standard of 
living and his contributions consume 
most of it. He has $10,000 in bonds. 


What is the best way to make this be- 
quest to the hospital, and what is the 
advantage of any other method sug- 
gested over leaving bonds? 
Answer—The income from the bonds 
could be used to pay the premium upon 
the life insurance policy in which the 
hospital is beneficiary. 
x * * 
Question—Mr. Jackson, 55 years of 
age, a prominent millionaire, president 


of a local steel company, has an estate | 


consisting largely of real estate. He 
desires, at his death, to endow an ath- 
letic field, hospital and gymnasium for 
his company. He desires to do this, 
however, without detracting from his 
estate. He estimates the cost of this 
endowment at $300,000. How can in- 
surance serve him? 

Answer—He can have insured the 
lives of the younger members of his 
company making his company the bene- 
ficiary for the specified purpose named. 
Costs of this insurance can be paid 
properly by vote of the stockholders of 
the company. We suggest also that 
Mr. Jackson’s life might be insured 
with the same provision otherwise as 
hereinbefore stated. 


| Individual Is Like a 


| 


Railroad; Necessary to 
Capitalize the Future 


M. HEBERLEIN, special agent of 
¢ the Northwestern Mutual Life in 


| Milwaukee, working out of the Clifford 


| 
ated 
| writers, 


| use of a 
| holders, 


L. McMillen general agency, the sales 
promotion features of which have cre- 
much interest among life under- 
stated that he has secured un- 
satisfactory results from the 
special letter to present policy- 
as follows: 


usually 


“In the early days of railroad finan- 


| ciering it was necessary, because of the 


small population and the great area 
covered by United States railroads, to 
bond the roads for considerably more 
than it actually cost to build them. The 
reason was because they could not make 
enough money to carry them through, 
but the men in control knew the future 
for railroads was great and in time the 
earning powers would be large enough 
to support the so-called ‘water’ in the 
property. What they really did was to 


| capitalize their future earnings by bond 


issues and stock issues. 
“The future of an 
like that of railroads 


individual is not 
An individual's 


5 | future depends on the individual, rail- 
ment Store needs approximately $30,000 | . 


roads live forever. But an individual 
can capitalize his future through life in- 


their future by bond issues, 

“The man who has created a valuable 
future and whose business and oppor- 
tunities are growing year by year, must, 
if he exercise the same good judgment 
that is making him a success, add to 
his life insurance from time to time. 
The amount of life insurance a man 


| should carry depends on his future. 








“I can appraise the proper amount 
of insurance you should carry and will 
gladly give you my method of ap- 
praisal.” 





her 
insurance 


The young wife who discourr 
husband from taking out a life 
policy, because she wants to spend the 
money buying a fine parlor set, is not 
doing the family a good turn, if she only 
knew it. 


To the energetic salesman, there is 
no month so good for writing life in- 
surance as the one which he is now 


checking off on his calendar. 
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Improved Disability Provision 


Claim may be made as soon as disability occurs—no probationary 
period. 

Payments begin immediately on approval of claim—no proba- 
tionary period. 

Monthly payments, lifelong, conditioned on permanence of dis- 
ability. 

Immediate waiver of future premiums—no waiting until next 
anniversary. 

Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 

This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer to the needs 
of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 





34 Nassau Street, New York 











$50.00 A WEEK FOR LIFE 


while totally disabled from either injury or iliness. $6,000.00 
fordeath by ordinary accident,$12,000.00 forTravel accident 


AND IT ONLY COSTS $56.00 PER YEAR 


Our top salesman made $12,000.00 last year. Does it in- 


terest you? If so write 
BUSINESS MEN’S ASSURANCE COMPANY 


W. T. GRANT, Vice-President. NSAS CITY, MISSOURI 














Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 


E INSURANCE CO. 














UAL LIFE INSURANCE 
s, Ohio, an established, con- 
e and progressive Middle 
n admitted to Pennsylvania 

it at once. 

established at places were 


pply to their advantage and 
e will be preferred. 
me Office. 








$1000.00, age ludes Double Indemnity for accidental death from any cause 
and a premium waiver with $10.00 monthly income disability. 
Ordinary Life Endowment Age 50 
20 Payment Life Endowment Age 55 
20 Year Endowment Endowment Age 60 
Coupon Bond Endowment Age 65 
Endowment Age 85 Endowment Age 70 


District Manager wanted for Cincinnati and surrounding territory. 
THE GEM CITY LIFE INS. CO., Dayton, Ohio 
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| True Salesmanship Is Not 


HE importance of choosing the | 
T viene time to close your prospect | 

cannot be overestimated. There | 
is a right time and a wrong time ior | 
everything and you must train yourself 
to know when the right time comes in 
the interview. A good point or a force- 
ful suggestion presented at the psycho- 
logical moment will start the ball rolling 
your way. Read what the Prudential 
Weekly Record says about it: 

“A successful life insurance solicitor 
once said this to us: ‘More salesmen 
fail because they talk too much than 
because they talk too little. They often 
have their “prospect” sold, if they only 
know it, and then they go ahead and 
talk to him until he decides not to 
buy.’ ” 

Salesmen often ask how they are to 
know the psychological moment when 
it comes. There is no hard-and-fast 
rule, but the best “closers” we know 
are those who work most on the pros- 
pect’s side of the fence—who keep in 
closest touch and sympathy with the 
prospect—who make the most thorough 
study of human nature—who have the 
benefit of the prospect more vividly be- 
fore their eyes than their own profit. 
Such salesmen are so harmoniously in 
tune with their prospects that they read 
quickly and accurately every shade of 
expression in the face, every little in- 
flection of the voice, every unconscious 
movement of the hands or shoulders. 
They even seem to know intuitively 
what thoughts and feelings are in their 
prospects’ minds and hearts. A smile, 
a nod, a restless movement of the hands 
or a change of position, a fleeting ex- 
pression in the eyes, a faltering hesi- 
tation in the voice, even when the words 
are negative, may be a signal that the 
psychological moment has come. 

At this time a direct, positive sug- 
gestion will oftentimes bring a _ tavor- 
able decision when the sale is hanging 
in the balance. The successful sales- 
man works from the prospect’s side of 
the fence. The keynote of successful 
salesmanship is cooperation with the 
prospect. Finally—and again—remem- 
ber that true salesmanship is not con- 
quest, but cooperation.—Pan-American 
News Letter. 


LOCAL ASSOCIATION NEWS 
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member executive committee, George 


Snyder. 


},.men, who graduated from 





* * * 
Minneapolis.—Life underwriters of the 
Twin City association met 300 strong in 
the banquet hall of the Minneapolis 
M. C. A. Tuesday. President Orin L. 
Edwards of the Minneapolis association 
presided. The event of the first meeting 


this fall was an hour's address by Grif- | 


Lovelace, director of the school of 
salesmanship at 

Lovelace 
the 


fin M 
life insurance 
Institute. Mr. 
House of Protection,” 
a eulogy of monthly 
as the only form of modern life insur- 
ence through which the beneficiaries of 
the assured are guaranteed against 


spoke 
address 
income insurance 


loss. 


Volunteer State Convention Plans 


Minor Morton, vice-president and 
agency manager of the Volunteer State 
Life, announces that that company will 
hold its next agency club meeting in 
Colorado, in August, 1922. The com- 
pany’s qualification year has been 
changed from the calendar year, so 
that hereafter it will run from June to 


| Life, 


| of logging 


June. Inasmuch this change will 
give the agents 18 months in which to 
qualify for attendance in 1922, a mini- 
mum of $225,000 paid for business will 
be required. 


as 


Form “App-a-Week” Club 


Joseph H. Gray, general agent at San 
“rancisco for the New England Mu- 
tual Life, announces that five of his 
the recent 
school held in San Francisco by the 
faculty of Carnegie Tech., have chal- 
lenged the balance of the agents in 
Northern California during the coming 
months. They have formed a club 
among themselves with the name 
“Gray’s App-a-week Club” and propose 
to do the biggest volume of business 
of their career. The five are C. C 
Morrell, B. F. Cowell, Cyril Kenyon, 
Oliver W. Fletter and R. W. Peli, ’ 


Shoe Man Heavily Insured 


The sudden death of Harry L. John- 
son of Johnson City, N. Y., general 
manager of Endicott-Johnson Corpora- 
tion, shoe manufacturers, in the fishing 
country of New Brunswick last week 
disclosed the fact that Mr. Johnson was 
carrying $700,000 of life insurance, of 
which no less than $500,000 was taken 
out only last February. Mr. Johnson 
was but 47 years of age and considered 
an unusually good risk. He carried 


$100,000 each in the New England Mu- 


tual, State Mutual Life, John Hancock, 
Massachusetts Mutual, Mutual Benefit, 
Phoenix and Penn Mutual. 


Penn Mutual Men Entertained 


CLEVELAND, Sept. 13.—On Tuesday 
evening of last week the representatives 
of Penn Mutual Life attending the con- 
vention of the National Association of 
Life Underwriters were entertained at 
a dinner at the University Club by Mur- 
ray & Walker, general agents in Cleve- 
land. Forty representatives of the com- 
pany attended the dinner and a splendid 
program was carried out. 

John R. McFee of Chicago delivered 
an address on the relation of life insur- 
ance to taxes, a topic which is of great 
interest to all present. 

An instructive talk 
“The Modern Insurance 
tion to Taxes,” was given 
Thomsen, the company’s 
Cleveland. 

Dr. Chalmers, 


on the_ subject, 
Policy in Rela- 
by Mark L 
attorney in 


general agent at Balti- 
more; Mr. Wells of Minneapolis, Mr 
Eckenrode of Harrisburg, Mr. Morris of 
Terre Haute, Mr. Eckenrode of Brooklyn 
and others contributed to the program 


Life Notes 

President John M. Stahl of the Farm- 
ers National Life of Chicago leaves next 
week on a six weeks’ motor trip in the 
east. 

Cc. L. Christie, 
superintendent of the 
ern Life at Indianapolis 
pointed superintendent at 

Joseph H. general agent 
Francisco for New England 
has left the company's 
office to attend annual conference of 
general agents 

The annual agency meeting of th 
dianapolis branch of the Aetna Lif 
department) will be held in Indiar 
Oct. 14 Keene & Simpson are managers 
for Indiana. 

Dr. J. B. Steele, medical director of the 
Volunteer State Life, was one of a party 
making an automobile trip from Chat- 
tanooga to Cincinnati, for the purpose 
; the highway for tourist 

Nathan P Hull, president 
Grange Life of Lansing, Mich., 
urday on an automobile trip 
burgh, Pa., and other points, 
will spend some time on busine 
company. 
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‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information. 


The Capitol Life Insurance Co. of Colorado 
Thomas F. Daly, President 


Denver, Colorado 











